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Peoria Life 
Insurance Company 


Peoria, Illinois 
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Sentiment May is the one month in the 

. . year when Peoria Life agents 

in Business work with the distinctly senti- 

T' ) anyone inclined to pooh mental motive of expressing re- 
pooh the power of senti gard and affection fora friend. 

It is interesting that May 1s 


ment in business, the recent 
celebration of President's Month invariably and by far the larg 


in May by the agents of the est month in the Company's 
Peoria Life must serve as a calendar. 

convincing demonstration. President’s Month is an in 
dex of the character of the 
Peoria Life organization: a 
friendly management in inti- 
mate touch with the needs of 
its agents, and intent always 
on serving them thoroughly 
and well; an Agency Force 
loval, keen, enthusiastic, from 
whom you expect, once you 
know them, such _ successful 
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The month of May was the 

eleventh annual observance by 

—= Peoria Life agents in honor ot 
. their popular president, Emmet 

C. May. On a quota of five 

million dollars, Mr. May’s en- 

thusiastic friends produced a 

total of $7,573,431. Even the 

employees at the Home Office 

turned to and produced 154 ap- 


plications for nearly $200,000 performance as they displayed 
ah in President's Month 
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sag The life underwriter probably cannot pick the Derby 
a winner. If he does it’s just a good guess. 


But when he picks the International Life Insurance Company 
for his connection he has picked a winner— 




















“A Company There’s no guesswork to it. 
willing to Pay 
the Price Required The International Life furnishes a complete line of policy 
to Give Service” contracts which combined with Home Office aid and cooperation 


makes every International Life man a winner. 


International Life Insurance Co. 


St. Louis, Missouri 


W. K. WHITFIELD, President DAVID W. HILL, Ist Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’! Mgr. Agents 

















Builders 


Our principal strong point is 
the will to give a service which 


will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is wunbeatable. 
Writing all modern policy 
forms, the Company offers 
choice territory to Agents of 
ability. 


Our records show that policies 

have been issued on 79% of 

the applications within three 

- ter reaching the home 
ce. 








HOME OFFICE 
F. & M. BANK BUILDING 


SOUTHLAND LIFE INSURANCE~ ES rao PANY) 


2 Sere 


HARRY L. SEAY, President 


Southern Union Life 
Over $115,000,000 Insurance in Force OF 


Some very desirable territory still open in its home state—TEXAS. FORT WORTH, TEXAS 


Exceptional opportunity for the right man in Tennessee, Minnesota and Indiana. 
The Southland’s agents receive wholehearted Home Office co-operation. 


For Information Address J. L. Mistrot Tom Poynor 


CLARENCE E. LINZ, Vice Pres. and Treas. eee se teen 
DALLAS, TEXAS 
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MEN OF VISION— 


CHOOSE OUR COMPANY, BECAUSE— 


Hp 














It is old enough to justify confidence. 

It has had enough successful business experience to guarantee future success. 

It has the necessary equipment for the salesman. 

It issues a complete line of up to date policy contracts, both participating and non-par- 


, ticipating, with Double Indemnity and Disability Benefits. 
It has an educational program for the agent that will materially aid in promoting 
success. 


It will give you Home Office cooperation that is worth while. 
The agency management is under men who have had actual experience in the field. 


If you feel that you are qualified and there 
1s a reason for you to be interested, write 


A. B. OLSON, Manager of Agencies 


BANKERS LIFE INSURANCE COMPANY 


OF NEBRASKA 
LINCOLN - - NEBRASKA 

















The Gem City Life “Choosing a Company” 





| C —a booklet 
hnsurance ompan There are certain fundamental tests by which 
. a company may be judged, and it is for the 
of Dayton, Ohio purpose of emphasizing these governing points 
TAKES PRIDE IN THE PROGRESS SHOWN that this booklet has been prepared. In it are 
DURING THE PAST TEN YEARS. set forth 17 tests for choosing a company. 
“Look before you leap” is a good maxim to 

Insurance ‘ “e 
; Assets In Force follow in choosing a company as well as any- 
j December 31, 1916. $182,695.00 $2,037,804 thing else. Legal Reserve life insurance has 
‘ December 31, 1917. $202,541.00 $2,431,131 reached such a high level and there are so 
' Seepeee , Dee vernon gee ppt pay many good companies, that if this booklet 
naar SS, Sen $297,404.00 $3,245,516 oon a assist oat moi in dhsosinn a com- 
December 3, Hen $571,547.61 $3,922,631 pany het will mene ‘ future of »piness 
Senmanar Si, See. 9005, 988.08 $5,300,458 aioe oa di seudlintinaes even hones that 
December 31, 1922. $663,517.08 $7,063,414 company may be other than Mutual Trust, it 
| December 31, 1923. $835,784.21 $9,320,412 will have served its purpose. 


December 31, 1924. $965,486.28 $14,412,640 Send for your copy today 
December 31, 1925. $1,115,110.24 $16,822,656 5 ee 


~eom TIDH RUBLE | MUTUAL TRUST 


ticipating and non-participating legal reserve life and endowment in- 


surance, and many forms of group insurance, as well as many attractive if I F E I N S U RANCE c O M PA N 4 


kinds of accident and health policies. 


The Gem City Life is an ideal organization in which you will find iad . 
all the good things you have been seeking in a company. Carl A. Peterson, Vice Fveettont 
General Agency Openings in West Virginia, Georgia, Alabama, A. E. Wilder, Director of Agencies 


Louisiana, Ohio, Michigan and District of Columbia. 


I. A. MORRISSETT, Vice-President 77 W. Washington Street, Chicago, Illinois 
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How do you play 
Insurance? 


EVERY now and then, we hear some “man on the 
street” remark that he is “in the life insurance 
game now.” 


WHICH probably means that he docsn’t know 
whether he is going to win or lose, but he is 
willing to pick up a rate book and give it a whirl. 


AND it surely is a game if all you have is a rate 
book. 


BUT add to it a generous quantity of A®tna sales 
helps and Whatley cooperation and you have a 
life insurance business—a good business. 


ANY one of our men will tell you that the business 
idea has much greater endurance and is a lot 
more enjoyable than a short-winded frolic. 


$.°-87°08 &#& Th EY 


General Agent for the 
Etna Life Insurance Company 


Hartford Connecticut 
230 S. Clark St. @ Chicago, IIl. 


S. 














A Firm Foundation 








W ITH more than three-quarters of a century 

of success and achievement back of it, the 
Massachusetts Mutual is in a position to pro- 
gress along lines that have been thoroughly 
tested. 


This position is made more desirable because 
of the maintenance of principles and practices of 
high character which have molded the three 
great divisions of the Company—Home Offfice, 
Field Force, and Policyholders—into an organi- 
zation whose reputation for stability and fair 
dealing is universal. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 














MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


SPRINGFIELD, MASSACHUSETTS 
ORGANIZED 1851 


























This Plan 
Provides 


Easy Interviews 
Live Prospects 

A Selling System 
Friendly Cooperation 
Increased Income 


PROD 


If these features appeal to 
you it would be well 
worth your while to in- 
vestigate this PLAN, and 
the General Agency con- 
tract offered by a fast 
growing, old line Com- 
pany. 





Write in confidence to 


REGISTER LIFE. 
INSURANCE COMPANY 


“Growing Since 1889" 


DAVENPORT - - . IOWA 





























We have three general agency 
openings in Minnesota as fol- 
lows: 

Agency for Traverse, Grant, 
Stevens, Bigstone, Swift, Pope 
and Douglas Counties. 

Agency for Norman, Clay, Wil- 
kin, Becker and Ottertail Coun- 
ties. 

Agency for Freeborn, Mower, 
Steele, Dodge and Olmsted Coun- 
ties. 


Our contract reads: 

“Renewals once earned shall be 
nonforfeitable and vested in you 
or your estate.” Are you offered 
this? 
We have paid dividends to pol- 
icyholders for seventeen consecu- 
tive years. 

We have the opportunity for the 
right kind of man. 





Other 
Openings at: 


St. Cloud, Minn. 
Duluth, Minn. 
St. Paul, Minn. 
Litchfield, Minn. 





Superior, Wis. 
Appleton, Wis. 
Oshkosh, Wis. 
Kenosha, Wis. 
Janesville, Wis. 
Wausau, Wis. 








If interested, write to the undersigned. All correspondence 
strictly confidential. 


N. J. FREY, President 


Madison, Wisconsin 
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JEFFERSON 


possessed a keen analytical mind. He made 
few mistakes because it was his unfailing habit 
to weigh all sides of a question before reaching 
his decision. Present-day life insurance sales- 
men have come to realize that haphazard meth- 
ods of selecting prospects lose both time and 
money —the need for a careful weighing of the 
prospect as such, before opening the interview, 
is commonly recognized. 


An acid test which will eliminate “suspects” and leave 
only prospects has long been the dream of the experi- 


enced life insurance salesman. 


There is a way to separate good leads from bad— 
surely, quickly, and scientifically, American Central 
fieldmen have at their disposal all the advantages of a 
method of accurate prospect analysis which saves 
time, effort, and money. Guesswork and lost motion 
in canvassing are definitely eliminated. And this in 
valuable aid is just one of a series of consecutive 
steps carrying the fieldman smoothly and inevitably 


from mere leads to sound sales 
— O00 —— 


BLUNDERBUSSES have been relegated to the 
discard by rifle fire. Through the Prospect 
Survey of the American Central, life insurance 
salesmen enjoy a standard of quality production 
that is a result of precise selection plus unique 
sales service from the Home Office. 


ESTABLISH 


AMERICAN 
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INSURANCE cc 
INDIANAPOLIS 
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Darby A. Day and Co-operation 





AN OPPORTUNITY TO SHARE IN THE BUILDING 
AND IN THE PROFITS OF THE WORLD'S 
GREATEST LIFE INSURANCE AGENCY 


OUR PLAN 





Management of the Agency to be in the hands of a Board of 
Directors consisting of eight agents and the executive manage- 
ment of the Agency. 

A general manager, assistant managers, statistician, librarian 
and several instructors of agents. 

A cooperative basis of profit-sharring in which the Agency 
Force will participate in 40% of the profits of the Agency. 
The first opportunity ever offered for an Agency Force to share 
in General Agency profits. 


OUR PLANT 





Entire 23rd floor of the new Bankers Building, corner of Clark 
and Adams Streets. 
17,000 square feet. 
40 private rooms for agents. 
A reception hall. 
A library in which every insurance publication in the 
United States will be available, including statis- 
tical tables and reference books. 


A clerical department with space for 75 clerks. 
Retiring rooms. 
Private rooms for five assistant managers. 


A brokerage department consisting of a manager's 
office and telephone battery. 


A medical department of three examiners’ rooms and 
laboratory. 


An auditorium seating 215, equipped with stage, 
blackboards, projection room and dressing rooms. 


In short, the largest and most ambitious plans ever promulgated 
for the building and development of men in the Life Insurance 
Business. 


We are looking for high-class, capable men who can fit into 
this kind of an organization. 


If you are looking for the biggest opportunity ever offered in 
the life insurance field, come in and see us or communicate with: 


Darby A. Day 


Manager 
Illinois Merchants Bank Bldg. 
Central 6460 CHICAGO 
The Union Central Life Insurance Co. 


Cincinnati, Ohio 
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Consider this Contract 











: 
You can read in it satisfaction for your 
1, Why do so many life insurance agents lose their renewals? ; i f the assur- 
Answer: Because of the General Agency System and unfair policyholders, and for yoursel = « 
agent’s contracts. ance of a contented clientele. Look over 
2. What life insurance company has abolished the General Agency nd compare these terms: 
System, offers all its agents AN EQUAL OPPORTUNITY and and es 
plays no favorites? fe I C 
Answer: The Columbus Mutual Life Insurance Company. 
3. Does the Company protect its agents’ Renewal Interests? Any natural death .....-+ +0020: $ 5,000 
Answer: Yes, it gives VESTED NON-FORFEITABLE RE- Any accidental death .........+.. 10,000 
wn NE a F ; rey i j - Certain accidental deaths......... 15,000 
4. there can ind an endowment policy that returns the savings, 1 ident benefits ........ WEEK 
the insured dies, INSTEAD OF USING THE POLICYHOLDER'S decident benefits or 
OWN MONEY TO PAY HIS CLAIM? " labl 
Answer: PERFECTED ENDOWMENTS sold by The Colum- ie Phe sate Bo ob “™ 
bus Mutual return the excess of the endowment premium over 0 CSE SNS, WS 
the ordinary life premium in the event of death. of Premiums, etc. 
5. Is it possible to purchase insurance at a lower cest if bought in 
quantities ? 
Answer: A SPECIAL PREFERRED RISK POLICY issued 
by The Columbus Mutual sold only in amounts of $5000 and over ALL IN ONE POLICY ; 
gwes the policyholder the advantage of the reduction in overhead ' 
and shows a surprisingly low net cost. ' 
6. Is it possible for a life insurance company to pay liberal commissions ' 


to agents and at the same time furnish low cost insurance to policy- 
holders? 
Answer: Yes, but such companies are almost as scarce as “hen’s 
teeth.” Many companies pay high commissions, quite a number 
furnish low cost insurance, but the combination seems almost im- 
possible to attain. The Colwnbus Mutual is an outstanding 
example of such a company. 


For further information address 


The Columbus Mutual Life 





Because your prospect quickly sees its advan- 
tages, we have named this broad United Life con- 
tract “A Policy You Can Sell.” In assuring your 
clientele’s future, it also assures yours. 


There may be an opportunity in your community. 
If so, our Vice President, Eugene E, Reed, will 
tell you all about it. Write him direct—and directly. 








UNITED LIFE). 


AND ACCIDENT INSURANCE COMPANY 


Concord New Hampshire 


Insurance Company 








C, W. Brandon, President 


580 E. Broad Street, Columbus, Ohio 
D. E. Ball, Vice-President and Sec’y. 








Inquire! IL 
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Connecticut General News 
Hartford, Conn. 








80% Gain in Annuity Sales 


With Liberty Bonds being called and 
other investment securities selling at 
prices too high for attractive yield, men 
and women with funds are turning to 
life annuities. 


Annuity premiums paid to the Con- 
necticut General during the first four 
months of this year show an increase of 
80% over the same period last year. 


Annuities offer the unusual combina- 
tion of absolute safety with high rate 
of income—-guaranteed for life. 


Send for booklet giving our low rates. 
Connecticut General Life Insurance 
Company, Hartford, Conn. 











“PERFORMANCES 


EXCEED PROMISES”’ 


In December, 1907, John Doe purchased Policy 
Number 1389 with the Midland Mutual for $1,000 
on the non-participating, 20-Payment Life Plan, age 
at issue 45. Had he purchased our participating 
policy instead he would have saved $83.20 to date. 
No paid up life dividends were provided for in the 
original policy. 


BUT 


he will be paid a cash dividend of $11.83 this year 
because all our non-participating business has been 
made participating by recent action of the Board of 
Directors. 


Isn’t that the kind of a Company you want to 
represent? 


Write the Agency Department now. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 
COLUMBUS, OHIO 
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“Best We Have Ever Seen” 


—for— 


Accident and Health Men 


q Ae 





“We have been using this service for some time past and find it very 
helpful in our accident and health insurance selling.” 

A. L. McKnuicut, General Agent, 
Aetna Life Insurance Co., 
St. Louis, Mo. 

“Our company is very favorably impressed with The A. & H. 
Bulletins and we believe it would be an excellent proposition to have 
this material available for all accident and sickness salesmen.” 

D. C. McEwen, Vice-President 
Pacific Mutual Life Insurance Company. 

The A. & H. Bulletin Service combined with the annual issue of 
the Time Saver has proved very beneficial to the agent and also to 
the home offices. This service provides the only means of systematic 
reports of development of disability business and certainly will have 
increased recognition as a real factor in the advancement of the 
* L. Barnes, Manager, 

Health Department, 
mpany 


business. 

Accident cr 

Empl yers Indemnity ( 

“We are using your A. & H. Bulletins with a great deal of benefit 

to the office and I consider them the best thing we have ever seen 
on accident and health insurance.” C. M. Wricut, City Manager 
Johnson & Adams Agency, 

Continental Casualty, Washington, D. C. 














--—-------- 


The National Underwriter Company, 
420 E. Fourth Street, 
Cincinnati, Ohio. 
I want to increase my accident and health insurance sales. Please 
send me your 32 page booklet descriptive of the A. & H. Bulletins. 
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YOUR OPPORTUNITY 
District Managers—General Agents 
Splendid Inducements 


We’ve had Twenty Years consistent growth and are 
now ready for a Broader Expansion Program. 


Home Office Cooperation—Up-to-date Policies. 


Operating in Iowa — Minnesota — So. Dakota — 
Nebraska. 


Write us in confidence to see if our desires and 
Qualifications are Mutual. 


A Clean Record — Ability —and a willingness to 
work hard are the most essential Qualifications. 


Address B-23, c/o 


THE NATIONAL UNDERWRITER. 





INDIANAPOLIS LIFE 
INSURANCE COMPANY 


Wants Managers—Direct Home Office Connection 
A Real Opportunity to Men Who Can Qualify 


For 
DES MOINES, IOWA 
GRAND RAPIDS, MICHIGAN DAYTON, OHIO 


We are not looking for high pressured men who flit from Company to Company, but we 
want honest, intelligent and capable men—those who beliewe that the correct way of 
building an agency is by giving to Policyholders the BEST SERVICE at the LOWEST 
COST. 

If you believe that the Company that serves its Policyholders best serves its agents 
best: 

If you want to establish an agency for yourself 

If you believe that with splendid co-operation from the Home Office you can stand 
muster with the best: 

we have it. 


If you are willing to work and to grow, and you want a real opportunity, 


If you are at liberty to represent us, write us 
The pyramid of figures printed below will interest you, if you like conservative, con- 
structive, steady growth in the development of Life Underwriting 


GROWING STEADILY 
Insurance in Force 


1905 $325,000.00 

1906 1,281,909.93 

1907 2,158,315.62 

1908 2,344,449, 12 

1909 3 ,037,135.59 
1910 3,760,237.71 
1911 4,451,264.48 
1912 5,756,690.86 
1913 7,011,554.27 
1914 8,655,788.49 


10,231,921.21 
12,021,820.06 
13,665,053.54 
15,532,346.26 


20,456,374.44 
27,006,018.90 
31,275,345.88 
35,236,427.74 


40,882,131.98 
1924 46,628,369.17 
19225 54,432,038.01 


1926 64,065,097.61 
1927 70,000,000.00 


PURELY MUTUAL—LOW INITIAL PREMIUMS—LARGE 
ANNUAL DIVIDENDS—-RESULTING IN LOW NET COST 


Operating in INDIANA, ILLINOIS, MICHIGAN, TEXAS, OHIO, MIN- 
NESOTA, FLORIDA and IOWA 


1915 
1916 
1917 
1918 


1919 
1920 
1921 
1922 


1923 


For Agency Address 
FRANK P. MANLY qt EC. CAPERTON 
i P = ide “ ; or Sec ond J "i e-President 
resident & 4 1g ncy Manager 
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Aesop 
and 
Bears 


’*Here’s another I know you 
life insurance men will ap- 
preciate’’, said Aesop to the 
reporter for the Peoples Life. 


he Peopl 
e Peoples 
Peoples L 
eoples Li 
oples Lif 
ples Life 
les Life I 
es Life In 
s Life Ins 
Life Insu 
ife Insur 


‘‘Two friends were travelling 
together when they met a 
bear. One in great fear, 
without a thought of his 
companion, climbed up into 
a tree and hid himself. The 
other seeing he had no 
chance, single-handed, 
against the bear threw him- 
self down and feigned to be 
dead; he had heard that 
bears will never touch a dead 
body. 


*“*As he lay, the bear came 
up to his head, muzzling 
and sniffing. After a time, 
the bear left. 


*“As soon as the bear was 
out of sight, his companion 
up in the tree came down 
and asked what it was that 
the bear had whispered. 


‘“‘Why,” replied the other, 
“It is no great secret—he 
only bade me have a care 
how I kept company with 
those who when they get into 
difficulty leave their friends 
in the lurch. 


‘‘Draw your own conclusion 
about life companies” with 
this Aesop ended the inter- 
view. 





Borizsh 
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ILAANOIS 
SEYMOUR STEDMAN 
President 
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G. L. LUTTERLOH 
Secretary & Treasurer 
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Thirty-first Year, No. 26 


MORTALITY TRENDS IN 
RECENT YEARS VIEWED 


Henry Moir Considers Relation to 
Insuring of Under-Aver- 
age Lives 


OFTEN NEGLECT FACTORS 


President of United States Life Pre- 
sents Paper Before International Con- 


gress of Actuaries in London 


Henry Moir, president of the United 
States Life of New York City, read a 
paper on “Mortality Trend in America; 


Its Influences on Under-Average 
Lives,” at the International Congress of 
Actuaries held in London this week. 


Mr. Moir gave some very interesting 





HENRY MOIR 


President United States Life 


figures on the experience of some of 


the large insurance companies showing | 


the steady decrease in 
compared with the expected according 


to standard mortality tables. There | 
was one interruption, at the time of the 
influenza epidemic of 1918-19. In- 
fluenza deaths in America at that time 
ran on an increasing scale from age 
15 to 28 and then decreased from age 


29 to age 40. The epidemic had slight 
effect among children and people above 


40 The highest rate shown by an 
individual company was 101 percent 
while the lowest was 50 percent, that 
of a young company with business 
mostly in the healthy middle west 
These figures are percentages of the 
mortality according to the American 
Men's table. 


Changes According to Causes 


According to causes of death, tuber- 
culosis has shown an immense reduction 


(CONTINUED ON PAGE 12) 


mortality as | 
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| REDUCTION 1N MORTALITY 
RATE IS SHOWN BY GORE 


NEW NORMAL IS PREDICTED | 


Prudential Vice-President and Actuary 
Presents Interesting Paper at Inter- 
national Congress in London 


John K. Gore, vice-president and actu- 
ary of the Prudential, presented an inter- 
esting paper on “Death Rates Among 
Lives Insured under Industrial Policies,” 


ies held in London this week. He said 
cline in the mortality rate has been 
checked, and that probably a new nor- 
mal has been reached. 
read in part as follows: 


Remarkable Decrease in Mortality 


“The remarkable decrease since the 
world war and since the influenza pan- 
demic of 1918-1919 in the rate of mor- 
tality among the populations of most 
European countries and in the United 
States and Canada has been a source of 
comment on the part of many observ- 
ers. In this connection the mortality 
experience of a large industrial life in- 


surance company may be interesting. 
The following table shows death-rates 
for 1,000 population by age groups 


among the insured under industrial pol- 
icies in the Prudential of America at 
four different periods during the last 40 
years: 


Mortality by Age and Period 








Age 1921- 
Groups 1913 1925 
Se - 16.41 10.93 
: 8.98 6.43 
ptoseseee 6.35 4.64 
Sosnnee 3.49 2.74 

2.3 1.99 

4.10 3.19 

6.0R 4.35 

7.77 4.87 

9.81 5.75 

12.09 7.25 

‘canes 14.47 9.36 
cocees 17.88 12.28 

22.43 16.71 

30.13 22.97 

43.09 23.45 

62.18 49.94 

85.72 75.65 

118.35 113.26 

164.62 162.98 


Selection Is Discounted 


“For the periods 1883-1890 and 1891- 
1904 life tables had been constructed by 
me in 1906. The year 1913 was chosen 
as it immediately preceded the world 
war, and the five-year period, 1921-1925, 
because it was the latest period for 
which detailed data were at hand 


The 
death-rates for 1913 were very slightly 
lower, age for age, than those for the 
years 1910, 1911 and 1912. The calcu- 
lations were made by calendar years of 

and the first calendar year was 
excluded from all experiences, it being 
found that among industrial insurance 
Iders selection practically disap- 
in the second calendar year. 


issue 


policy he 
pears early 


Adjustments in Table 


‘The death-rates for 1883-1890, 1891- 
1904 and 1921-1925 were based upon pol- 
while those for 1913 were based 
amounts. In the time available for 
the preparation of this paper it was not 
possible to secure data for that year by 
As the death rates for both pol- 
(CONTINUTED ON PAGE 14) 
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upon 
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f policies 
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at the International Congress of Actuar- | 


that indications are that the rapid de- | 
| to 30 years ago none of the regular life | 


Mr. Gore's paper | 


| GREAT DEVELOPMENT IN 
SUBSTANDARD INSURANCE 


EXPERIENCE IS SATISFACTORY 


Franklin B. Mead in Paper Presented 
at London Congress of Actuaries 
Discusses Under-Average Writing 


Franklin B. Mead, vice-president of 
the Lincoln National Life, presented a 
paper at the International Congress of 
Actuaries in London this week on “The 
Progress and Development of Under- 
Average or Substandard Insurance in 
America.” Mr. Mead stated that prior 


| companies in the United States had at- 
tempted the insuring of substandard lives 
| except that quite a few companies made 
a practice of insuring occupational risks 
at extra premiums. The great develop- 
ment of substandard writing has taken 
place since 1920. At the present time 
practically all of the smaller and younger 
companies are writing a substandard 








FRANKLIN B. MEAD 
Vice-President Lincoln National Life 


business as well as many of the larger 
companies, although the practice is op- 
posed in many prominent quarters. 


Large Volume of Substandard 


The volume of substandard business 
has attained huge proportions, not only 
by reason of the number of companies 
engaged in the practice but also on ac- 
the great volume of brokerage 

business which is done, es- 
pecially in the larger cities Agents ol 
companies not transacting a substandard 
usiness offer such risks to agents of 
companies handling the class and agents 
of companies transacting substandard 
business are accustomed to distribute 
their surplus lines among agents of other 
Furthermore the substan 
companies, particularly 
greatly increased 
facilities. 

the numerical 
risks on an 

This method 
PAGE 14) 


count oj 
substandard 


companies. 
dard facilities of 
the smaller 
through reinsurance 
Mr. Mead described 
method for selection of 
curate, statistica] basis 
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$3.00 Per Year, 15 Cents a Copy 


| EXPERIENCE ON DOUBLE 
INDEMNITY PLEASING 


Educational Work Conducted by 
Companies Has Shown Satis- 
factory Results 


GREATER DEMAND FOUND 


Some Officials Have Been Agreeably 
Surprised by Lack of Increase in 
Doubtful Claims 


NEW YORK, June 30.—All larger 
life companies here agree in reporting 
that they been highly successful 
in their educational campaigns in behalf 
of the double indemnity feature offered 
with their policies at an almost negli- 
gible additional premium. A steadily in- 
creasing number of policyholders, both 
old and new, their reports indicate, have 
been convinced of the exceptional ad- 
vantages of this form of coverage pro- 


viding payments of double the face value 
of policies in cases of death by acci- 
dent or violence. 


have 


-_ 
Double Indemnity Selling Point 


The slogan of the modern life under- 
writer, “complete protection,” which is 
also the basis of all such new ideas as 
programming, is largely responsible for 
the growing popularity of the double in- 
demnity feature, according to one com- 
pany ofhcial. He had no definite fig- 
ures, he said, but believed that in about 
nine cases out of ten the double in- 
demnity feature is now being sold to 
prospects eligible to buy it, adding that 
his company’s agents report that ap- 
proximate ratio. According to figures 
of another company, 70 percent of all 
policies issued carry the feature, the re- 
maining 30 percent including those who 
would take it if they were not disquali- 
hed by age, occupational hazards, physi- 
cal condition, etc A third company 
Stated that at the present time it is 
writing double indemnity on more than 
50 percent of its policies. 


Features Help Sell Policy 





Frequently the double indemnity dis- 
ability features, it is said, not only sell 
themselves but the policy itself, 
attracting prospects by the great addi- 


also 


tional protection furnished at such a 
| small cost. All companies have had the 
| experience of having applicants fight 

tooth and nail to be granted the privi- 
iy + r . 

lege of carrying both features. While 
there would seem to be no necessary 


connection between them, it is an inter- 
esting fact that many companies will not 
feature if for any reason they 
to grant the other In other 
words, if a prospect is denied permis- 
sion to carry disability, he is usually 
the right acquiring the 
indemnity 


grant one 
} le 
decide not 


also o! 


feature 


de nie d 
double 
Size of Double Indemnity Policies 

Contrary to what might be expected, 
more than 50 percent of all policies car- 
double indemnity are of the $1,000- 
ON PAGE 14) 
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EXPLAIN RISK PREMIUM 
METHODS OF REINSURANCE 


ACTUARIES CONSIDER PLAN 


Lawrence M. Cathles and John M. Laird 
Present Joint Paper at Interna- 
tional Congress in London 


One of the interesting papers pre- 
sented at the International Congress 
of Actuaries held in London this week 
was that prepared jointly by John M. 
Laird, vice-president of the Connecticut 
General Life, and Lawrence M. Cathles, 
president of the North American Re- 
assurance, on “The Risk Premium 
Method of Reinsurance.” The paper ex- 
plained that under the coinsurance 
method, the reinsurer assumes a speci- 
fied portion of the original company’s 
entire contract, thus virtually becoming 
a silent partner and standing shoulder 
to shoulder with the original company 
in every respect as to the coinsurance | 
policy. The risk premium method, which 
has been used in the United States since 
1903, protects the original company 
against an excessive loss in case of 
death and allows the company of issue 
to retain in its own hands the reserve 





on the entire contract and assume full 
responsibility for surrender values and 
dividends. 


Used in West and South 


Under the risk premium method, | 
however, the original company pur- 
chases from the reinsurer one year re- 


insurance for an agreed 
net amount of risk each 


newable term 
portion of the 


year under the policy. This method is 
used extensively by companies in the 
west and south, but does not seem to 


appeal to the large mutuals in the north 
and east. The authors state that out of 
$1,215,000,000 of reinsurance in force in 
the United States and Canada, less than 
one-half is on the risk premium method. 
The actual amount of reinsurance in any 
policy year is the face amount to be 
reinsured less the reserves correspond- 
ing to it held by the original company | 


at the end of the year. The actual | 
amount of reinsurance, therefore, de- 
creases from year to year by the in- 


crease in the reserves held against the 
reinsured portion of the policy, but it 
remains a constant percentage of the | 
amount at risk under the original policy. | 


Two Types of Treaties 


The relationship between the original 
company and the reinsurer is determined 


by the master treaty which stipulates | 
that if the original company is liable | 
under a particular policy, the reinsurer | 
also is liable for its share of the net | 
amount of risk, according to the policy | 
forms of the original company. The re- 


either facultative or 
if the 


may be 
It is called facultative 
original company merely submits each 
with copies of all papers and the 
reinsurer is free to accept it as standard 
or substandard or to reject it. Under 
automatic reinsurance the original com- 
pany after retaining its own specified 
limits is obliged to cede to the reinsurer 
all or a clearly defined section of all | 
excess risks up to a certain limit and 
the reinsurer is obliged to accept every 


insurance 
automatic. 


case 


such risk on the basis on which it has | 
been accepted by the original company. | 
Mortality Usually High | 


The paper states that the mortality on 
business reinsured is usually higher than 
on the business retained by the original 
company, inasmuch as reinsurance is | 
made of policies for comparatively large | 
amounts and the mortality on large pol- 
icies is higher than on policies for aver- 
age amounts. This usually includes an | 
undue portion of business issued at the 
older ages and on low premium forms 
such as ordinary life and 
also more subject to violent fluctuation. 
Furthermore, the reinsuring company | 
must be cautious inasmuch as it is likely 
to receive reinsurance from several com 


|of the Central 


| investment field. 


| company 


| their neighbors, 


term. It is| ¢ 


COMMITTEE WILL MEET 


TO SELECT A MANAGER | 


MANY DESIRABLE APPLICANTS 


Interest as to Who Will Become Head 
of U. S. Chamber of Commerce 
Insurance Department 


WASHINGTON, D. C., June 29.— 
It is expected that the special committee 
representing the directors and insurance 
advisory committee of the United States 
Chamber of Commerce will meet in this 
city some day during the week of July 
11, to consider a successor to James L. 
Madden, manager of the insurance de- 
partment, who resigned to become a 
vice-president of the Metropolitan Life. 
Mr. Madden has assumed his new posi- 
tion in New York, but is overseeing the 
department here until a successor can 
be secured. 

The two directors on the United 
States Chamber board representing in- 
surance are Harry A. Smith of Hart- 
ford, president of the National Fire and 
James S. Kemper of Chicago, president 


|of the Lumbermen’s Mutual Casuaity. 


These two directors together with 
President Walton L. Crocker of the 
John Hancock Mutual Life, who is 
director of the United States Chamber 
representing his geographical district, 
and F. Highlands Burns, president of 
the Maryland Casualty, who is a mem- 
ber of the insurance advisory committee, 
will sift out the talent and select a man 
who in their opinion will meet the 
qualifications for the office. 


Number of Likely Applicants 


They will then make their recommen- 
dation to the president of the United 
States Chamber who undoubtedly will 
make the appointment. There have 
been a number of likely applicants and 
some very desirable material is in sight. 
The largest number of endorsements 
have come for George W. Van Fleet 
of Minneapolis who is a life insurance 
man and was formerly general agent 
Life of Illinois in the 
northwest but latterly has been in the 
Mr. Van Fleet, how- 
ever, has recalled his application as he 
is entering the ranks ot an insurance 
at Chicago in an executive 
capacity. 


panies on one life, giving it in the ag- 
gregate an excessive amount which it 
must either carry itself or retrocede to 


| other companies. 


Large Policies More Numerous 


In the past ten years there has been 
a marked increase in demand for poli- 
cies of large amounts, accompanied by 
great development of reinsurance facili- 
ties. Several companies have developed 
large reinsurance departments and other 
companies have so organized solely 
for reinsurance purposes. Many of the 
smaller life companies have worked out 
plans for exchanging reinsurance with 
in one or two instances 
a group of several companies being 
formed for the express purpose of han- 


dling their own reinsurance and such 
other business as they may obtain. In 
such cases one or two companies act 


as a clearing house, accepting reinsur- 
ance for large amounts and then distrib- 
uting it in small units to other com- 


| panies, 


Compute Total Facilities 


In the case of a strictly standard male 
risk the insurance companies of the 
United States and Canada by using all 


handle a total of more than $7,000,000 
at the principal insuring ages, 25 to 50. 
After age 50 the aggregate insurance 
obtainable decreases rapidly to about 
3,500,000 at age 60 and to approxi- 
mately $1,750,000 at age 65. In the case 
of women it is possible to secure about 
60 percent of the amounts quoted for 


| men. 


} 


| 





| direct and reinsuring facilities can now | 


TWO AGENCY SYSTEMS ARE 
DISCUSSED BY ACTUARIES 


EACH HAS ITS ADVANTAGES 


Edward E. Rhodes and W. A. Hutche- 
son Indicate Some Needed Im- 
provements in Life Methods 


Edward E. Rhodes, vice-president of 
the Mutual Benefit, and W. A. Hutche- 
son, actuary of the Mutual Life of New 
York, presented a joint paper at the In- 
ternational Congress of Actuaries held 
in London this week on “Life Insurance 
Agency Systems in the United States.” 
The paper discussed the general agency 
=xnd branch manager systems. The for- 
mer was the one first established in the 
United States. The managerial system, 
although previously employed in Great 
Britain, was later adopted in the United 
States. It found favor primarily because 
of the desire to establish more direct 
authority and closer supervision over 
soliciting agents. It was also thought 
that there would be a greater latitude 
in the selection of managers operating 
under a salary, inasmuch as they would 
not need capital of their own to develop 
their territory. It was further thought 
that with the increase in population and 
in wealth, more business could be pro- 
cured from the same territory by sub- 
dividing the territory formerly assigned 
to general agents among a larger num- 
ber of managers. Another object was 
to make a more direct contact with the 
individual policyholders. 


Cost Differently Distributed 


The paper stated that in the long run 
the cost of operating the two systems 
is about the same, although the cost is 
differently distributed. The cost under 
the managerial system is greater in the 
first policy year because the company 
pays managers’ salaries and branch of- 
fice expenses as well as first year com- 
missions, but the cost under the general 
agency system is greater in subsequent 
years because the rate of renewal com- 
missions is 50 percent greater if oper- 
ated under the general agency system 
than under the managerial system. At 
the present time about three-fourths of 
the companies are operating under the 
general agency system and the remain- 
der under the branch office system, with 
a tendency for the largest companies to 
work under the branch office system. 
Some companies work partly under one 
and partly under the other. 


Two Systems May Blend 
The paper stated that each system 
had its advantages and disadvantages 


It was stated that a process of evolu- 
tion is going on and it is not improb- 
able that the system of the future will 
be a blend of the present two systems. 
The real differences between the two 
systems are that the manager is paid 

salary, that the expenses of his office 
are paid by the company and that the 
agents appointed by him are agents of 
the company, whereas the general agent 
is paid by commissions and the agents 
appointed by him are his subagents. 


Present System Believed Best 


In discussing some agency problems 
the paper said that while the American 
companies write a large amount of new 
insurance each year there is an unfortu- 
nately large lapse rate among policies 
of short duration. Taking the business 
of all the companies the amount of in- 
surance voluntarily discontinued aver- 
ages between 5 and 6 percent of the 
amount of insurance in force at the end 
of the preceding year. A considerable 
portion of this loss is due to the high 
pressure methods of the agents who so- 
licited the business. If the agent over- 
persuades the prospect to take out a 
policy the enthusiasm of the insured 
may wane a vear later when the first 
renewal premium falls due. In such 
case the agent must persuade the in- 
sured to continue his policy, and com- 





TRAVELERS HOLDS JOINT 
CONVENTION IN QUEBEC 


——_——. 


LEADING PRODUCERS GATHER 


Outstanding Agents in Life, Automobile, 
Accident, Burglary and Group Lines 
Are Guests of Companies 





A convention unique in the fact that 
it brings together leading producers of 
life, automobile, accident, burglary and 
group business, is being held in Quebec 
this week. The Travelers and the Trav- 
elers Indemnity are hosts to 260 agents 
who qualified in 1926 either as national 
or district officers of clubs in each of 
the five lines of business. The meet- 
ing is in joint charge of H. H. Arm- 
strong, superintendent of agencies of the 
life, accident and group departments, and 
Major Howard A. Giddings, superin- 
tendent of agencies, casualty lines. While 
a few officers of the companies are on 
the program the greater part of the time 
is being devoted to talks by agents. 


Life Club Is Largest 


It was announced that 1,405 agents 
qualified last year for the life producers 
or leaders clubs, 710 for the automobile 
clubs, 636 for the accident clubs, 127 
for the group clubs and 58 for the burg- 
lary clubs. Four agents qualified for 
club memberships in all five lines. These 


men are C. A. Bursley of Providence: 
Orson L. H. Britton of Binghamton, 
N. Y.; Leo J. Curley of Waterbury, 


Conn., and Finton H. Jones of Kansas 


City. Ten agents qualified for clubs in 
four lines and 135 in three lines. R. H. 
Cook of Boston made an_ outstanding 


record by qualifying in the leaders clubs 
in four lines, earning a national vice- 
presidency in one and a district vice- 
presidency in another. The presidents 
of the five leaders clubs, who earned 
their offices by leading the entire United 
States and Canada are: Life, W. G. 
Thaver Shedd, New York City; automobile, 
J. Watson Beach, Hartford; accident, 
Thomas H. Tobin, Yonkers, N. Y.; 
Burglary, Llewelyn Powell, Schenectady, 
N. Y.; group, William S. Faber, Detroit. 


missions payable to the agent in such 
cases are of real value to the company, 
as has been found by companies which 
have attempted to pay first-year com- 
missions only, without renewal com- 
missions. To cover the risk of over-per- 
suasion and to. spread the cost of 
procuring the business over a longer 
period, the present system of substantial 
first-vear commissions and moderate re- 
newal commissions for a limited period 
is perhaps best. 


Wastes Are Criticized 


that there is still 
improvement in 


The 
room 


paper stated 
for considerable 
agency systems. Even with the disin- 
clination of the public to purchase 
needed insurance voluntarily, it is 
thought that the cost of acquiring new 
business is higher than it should be. It 
is also thought that the “turn-over” in 
the ranks of soliciting agents is too 
great and that the lapse rates in the 
early policy years are much too high. 
There is also in general an amount of 
waste effort in connection with the so- 
licitation of applications and issuance of 
policies which should be decreased. 





Field Men Honor Craig 


Field men of the National Life & Ac- 
cident held a campaign to write $5,000,- 
000 new business in ordinary, compli- 
mentarv to the birthday anniversary of 
C. A. Craig, president of the company. 
Almost the whole sum was written. 
More than 2,000 messages of congratula- 
tion from emploves of the company were 
ofiixed to a huge shield and presented to 
Mr. Craig on the lawn of his home. The 
shield was emblematic of the company’s 
slogan, “We Shield Millions.” 
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BIG PURCHASE MAY 
BE LEAD TO OTHERS 





Roy C. Toombs and Associates 
Forecast Great Western 
Company 





SALE PRICE IS WITHHELD 


Buyers of International Life Holding 
Organization Control Plan to Buy 
More and Form Merger 


ST. LOUIS, June 29.—The transac- 
tion under which Roy C. Toombs, Chi- 
cago investment banker, and associates 
the International 
Louis, by 


control of 
Company of St. purchasing 
the 2,000 stock of 
the International Company, is expected 


obtained 


shares of common 


to be followed shortly by the purchase 
of other life companies, which will be 
Life to 
form one of the great life organizations 
of the west. 

Because of his pending purchases of 
other companies, Mr. Toombs and the 
officers of the International Life have 
declined to reveal the price paid for the 
International Company stock. This in- 
formation is withheld because of the 
possible adverse effect it might have on 


merged with the International 


the negotiations for the other com- 
panies. 
Price Placed at $2,500,000 
In the financial circles of St. Louis 


and Chicago it is reported that the price 
was approximately $2,500,000, or $1,250 
a share. Some reports have placed the 
sale price as high as $3,000,000. 

The International Company was 
formed by Massey Wilson and Jacob L. 
Babler in 1921 with an initial investment 
of $2,000, which was represented by the 
2,000 shares of common stock. The 
company was also authorized by its 
charter to issue $2,800,000 of 8 percent 
preferred stock. It was organized to 
purchase and liquidate small insurance 
companies and in its inception had no 
direct connection with the International 
Life, although the names were similar 
and Mr. Wilson and Mr. Bable then 
controlled the life company. 

Big Company Forecast 


“IT have but one purpose in acquiring 
control of the International Life,” he 
said. “That is to build up one of the 
greatest life insurance organizations 
there is in the west. It will be my pur- 
pose and that of my associates to ad- 
minister the company in the interest of 
the policyholders and stockholders. I 
am certain that with the cooperation I 
am sure to have from the present offi- 
cials it is only a question of a few years 
until the International Life will take an 
outstanding position among the greater 
life insurance companies of the nation.” 

Early in April it was reported in fi- 
nancial circles that a banker of Daytona, 
Fla., was seeking to purchase the com- 
mon stock of the International Com- 
pany for $1,600 a share. Later the life 
company advised its agency organiza- 
tion that the negotiations had been 
dropped The International Life was 
organized in 1909 with $937,500 of 
capital stock Since its formation it 
has figured in a number of insurance 
mergers, the most recent one being with 


the Standard Life of Decatur, Ill., two 
years ago. 
Smaller Companies Purchased 


For several after the Interna- 
tional Company was formed, Mr. Wil- 
son and Mr. Babler were active in 
searching out and purchasing insurance 


years 


companies. They would reinsure the 
business on the books of these com- 
panies and liquidate the assets, the 





LIFE 


MIDLAND MUTUAL TELLS 
ABOUT ITS CONVENTION 


WILL BE HELD IN CHICAGO 





Darby Day, W. W. Williamson and 
Harry McNamer Will be Top- 
liners on the Program 


The Midland Mutual Life of 
bus, O., has announced its program for 
its agency meeting to be 
Edgewater Beach Hotel in Chicago July 
28-30 Business will be held 
only in the morning. The company has 
secured three Chicago Life insurance 


sessions 


men for speakers, they being Harry C. | 


McNamer, Equitable Life of New York: 


Darby A. Day, manager, Union Cen 
tral Life; Ww. W. Williamson, general 
agent Connecticut Mutual Life. All are 


past presidents of the Chicago Associa- 


tion of Life Underwriters. The pro- 
gram is as follows: 
Thursday Morning, July 28 
Cc. M. Cartwright, “Welcome to Our 
City.” Mr. Cartwright is managing edi- 
tor of The National Underwriter 
“Two Minutes to Talk”—Midlanders 
The best idea you have for approach, 


answering objections, securing interest, 
cinching the sale, or closing that can be 
Stated in two minutes First prize, $10; 
second prize, $7; third prize, $5: fourth 
prize, $3 
Harry C. 


McNamer, “Imagination in 


Life Underwriting.” Mr. McNamer has 
been a large personal writer for the 
Equitable of New York in Chicago for 


14 years, 
Afternoon 


Ride over Chicago's boulevard system 
through Lincoln, Garfield, Washington 
and other parks, taking in all sights of 
real interest. 

Annual dinner. 

Dancing. 


Friday Morning July 29 


Darby A. Day. “Man Power in 
Building.” Mr. Day 
est agency for the 
York and is now 
Union Central 

“Another Bag of Tricks’”—Midlanders 

Same as day previous with same cash 
prizes awarded at close of session 


Agency 
built Chicago's larg- 
Mutual Life of New 

general agent of the 


Winners in Thursday's contest barred 
w w Williamson Success.” Mr 
Williamson is general agent of the C 


necticut Mutual Life in Chicago 


Afternoon 
Golf at hotel or Glen Acres Golf Club. 
Tennis at hotel 
Baseball, Cubs against Giants 
Bathing 

Evening 
fjoat ride on Lake Michigan 

Saturday Morning, July 30 

President H. B. Arnold 
Vice-President and Secretary G W 


Steinman 
Actuary J. 
Medical 


Charles Rietz 
Director Frank Harnden 


Response by E. P. Tice and President 
of Leader Club. 
profits from the deals going to the In- 


ternational Company. The smaller com 
panies were purchased largely through 
an exchange of stock, preferred stock of 
the International Company being given 
for control of stock of the 
panies 

Under Mr. Babler and Mr. Wilson the 
International Company purchased 5,000 
shares of stock of the International Life 
However, the principal asset of the In- 
ternational Company is 23,000 shares of 
the 37,500 shares of International Life 


other 


com- 


Buyers Cautious 


The deal for the sale of the holding 
company was pending for several weeks 
and Mr. Toombs and his clients did not 
agree to buy until they had carefully 
considered the future possibilities of the 
International Life. Commenting on his 
purchase he emphasized the fact that he 
snot intend to disturb the present 
administration of the International Life 
and that it will continue in St. Louis 
under the present management 


doe 


Colum- | 


held at the | 
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| PUT UNDER CONTROL OF 
THE STATE DEPARTMENT 


WILL END ILLINOIS ABUSE 





Will After First Year Be Under Juris- 
diction of Insurance Super- 


intendent 


Mutual benefit Illinois 
which have been running wild and fleec- 
ing policyholders will be placed under 

the state insurance department, Gov, 
| crnor Small having signed house bills in 
troduced by Representative Thomas L 
Fekete of East St. Louis. There had 
been many abuses in recent years and 
the complaints have been so many and 
the violation of this business so flagrant 
as to bring protest from many victims 

Under the new law all these mutual 
benefit organizations are to be placed 
under the insurance department 
for full regulation. They are given six 
months in which to make the necessary 


associations in 


State 


change in their organization and opera- 
tion. These concerns have been char- 
tered under the act of 1872, providing 


for incorporation of nonprofit 
tions. Once a charter was issued by the 
secretary ol! there further 
control or supervision over them by any 
department. Unscrupulous men 
have gotten hold of many of tl 
ciations or organized them 
pose of fleecing the public 


associa- 


State was no 
State 
1ese asso 
for the pur 
One of the 


favorite tricks of these concerns has 
been to refuse to pay a claim on the 
ground that the deceased members had 
made a false affidavit as to health in his 
application Another device was to de 
clare the deceased had missed the pay 
ment at one time or another After 
Jan. 1, 1928, all these concerns will op 
erate under the same law and will be 
under the jurisdiction of the state de- 


partment 


CANADIAN COMPANY FORMING 
Columbia Life Will Be Domiciled in 
British Columbia—Expects to 
Start Writing in Spring 
Organization of the Columbia Life, 


with headquarters at Vancouver, B. (¢ 





has been authorized by the Dominior 
government By act of Parliament a 
charter has been granted the company, 


which will be the only one domiciled in 
British Columbia There has 

home office in the province since the sale 
of the British Columbia Life to the Sun 


been no 


Life of Canada in 1914 Officers of the 
provisional directorate are: A. E. Munn, 
president; W. C Brown, treasurer: 


Frederick W. B. Law, secretary and 
general manager Provisional directors 
are Frederick J. Lumsden, Jesse G 
Anderson, Edgar A. Jamieson, Ernest 
A. Cleveland, Donald M. Lineham and 


Vaucouver. 
company is 


William E. lTenkins, all of 
Authorized capital of the 
$1,000,000, par value of shares 


' 
$100 At present 1,000 shares are being 
issued at $125 


eing 


President Munn has an 


nounced that more than half of the 
$100,000 required by law before license 
to solicit business can be granted al 


The officers hope 
company will be 


this vear and 


has been raised 
that financing of the 
complete 1 by 
that the company will start writing early 
next vear. The company plans to write 
in the western provinces of Canada and 
in the adjacent states of the United 


States to the south 


the end ot 


Federal Union Convention 


The leading ordinary prodd@cers of the 
Federal Union Life of Cincinnati will 
hold their annual sales convention at 
Niagara Falls, N. Y., June 30-July 2 
There will be about 40 in attendance 
President Frank M. Peters will preside 

| at the business sessions. 
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DEVELOPMENT OF GROUP 
INSURANCE RECOUNTED 


William J. Graham Talks on Grow- 
ing Importance of 
This Form 


SERVES GREAT PURPOSE 


Frequently No Other Provision for De- 
pendents Can Be Made by Employe 
with Responsibilities 


William J. Graham, second vice-presi- 
dent of the Equitable Life of New York, 
in a paper presented at the International 
this 


Congress of Actuaries in London 


week, discussed the development of 


group insurance in the United States and 
Canada, and told of the great service it 
some protection to 


pertorms in giving 


dependents of employes. Among other 
things Mr. Graham said: 


“The years have attested to the sound- 





WILLIAM J. GRAHAM 
Second Vice-President Equitable Life 


ness of the theory of group non-medical 
selection. The mortality has been well 
within the tabularly expected rate and 
has approximated the ultimate mortality 
rates for individual lives in which the 
selection has been by medical examina 
tion Ihe life insurance companies have 
used good judgment in pioneering in the 
group insurance field with the result that 
the business has been written on a 
profitable basis. It has increased the life 
insurance field by enabling the life in- 
surance companies to out to lives 
not previously available to the agent and 
by cooperating with the employer in in- 
employes in a mass 


- 
reacn 


suring masses ot 


way 


Growth Is Shown 


‘The growth of the group insurance 
business in the United States and Can- 
ada is illustrated in the following table 


showing the amount of such insurance in 





force year by year 
1912 $ 1 172,198 
1913 31,202,014 
1914 64,467,545 
1915 99.049.3°6 
1916 152,859.349 
1917 146 5,472 
1918 627,008,490 
1919 1,145, 786,131 
*Eetimated 


Hias Low Lapse Ratio 


“The great part of the outstanding 
volume of group insurance at the pres- 
ent time is accounted for in the business 
leading life companies of the 
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United States and Canada. The number 
of companies actively engaged in the 
business is constantly increasing. More 
than 75 companies licensed in the United 
States are recorded as now writing group 
insurance. One of the remarkable fea- 
tures of group insurance to date is the 
low lapse rate. The net gain augmented 
in part by plans of insurance which in- 
crease with duration has yearly approx- 
imated the totals reported as new group 
business. 
Approved by Manufacturers 


“The committee of the National As- 
sociation of Manufacturers appointed to 
study group insurance reported in part: 
‘Your committee believe that those hav- 
ing in mind the improvement of condi- 
tions of those in their employ, so far 
as the same may be justified by a mod- 
est expenditure, will probably find in 
group life insurance the medium which, 
dollar for dollar of such expenditure, 
will prove most beneficial to employer 
and employe alike, and therefore to the 
general improvement of industrial con- 
ditions.’ 


Often Only Insurance 


“A study of 2,264 group insurance 
claims paid in order over a certain per- 
iod developed the following facts. The 
average claim was for $1,258. In 996 
of the cases or about 44 percent, the 
deceased employes left no other life in- 
surance, not even a small industrial pol- 
icy. These figures are fairly representa- 
tive of the facts as found in other in- 
vestigations, and apply to all grades of 
wage and salary service covered. Classi- 
fications of employes of banks, commer- 
cial houses, brokers and even of thrift 
savings and insurance institutions did 
not differ in great degree from the fac- 
tory worker in the facts of the lack 
of insurance protection for the wage 
envelope. 


Serves Important Purpose 





“How group insurance reaches to the 
closest human relationships is evidenced 
by a further classification of these same 
2,264 group claims, showing where the 
insurance money went. Here is the dis- 
tribution: wife, 1,382; mother, 222; chil- 
dren, 252; sisters and brothers, 163; 
father, 38; husband, 17; estate, 101; par- 
ents, 7; friend, 40; trustee, 9; collateral 
heirs, 53. These group insurance claim 
figures force the conclusion that, con- 
servatively stated, 40 percent of the wage 
and salary workers in the United States 
have no other insurance. Without group 
insurance 35 percent of all the workers 
who die leave behind relatives of the 
intimate bracket of parent, wife, or 
child, where the loss of the pay envelope | 
is a serious matter and in some instances 
a desperate matter. In cases where 
there are other policies it would appear 
that the average of such other insurance 
is under $2,000. 


Helps Educate Employer 


“A secondary service of group life in- 
surance to which reference has been 
made is that of helping to make the 
employer conscious of the employe. The 
employer's investigation with reference 
to group insurance, which has been 
brought to his attention in connection 
with enlightened plans for improving 
working relations, have done much to 
make the employer appreciate that 
secondary plans of this order are good 
business but only workable where the | 
major factors which make for sound in- 
dustrial relationship are already reason- 
ably at work, to wit: fair hours, fair 
wages, and fair working conditions. 

“It is to be noted that concurrent 
with the development of group insurance 
in North America the business of both 
ordinary and industrial insurance has in- 
creased greatly. The only absolute de- 
duction to be drawn from this is a 
negative one; namely, that group insur- 
ance has not retarded the development 
of the business of life insurance in any 
department. 

In Not Substitute 


“Group insurance is not presented as | 
a substitute for any other form of life | 
insurance. The ultimate end of group | 


| « . ‘ 
understanding” or “indenture,” or, bet- | 


| bers,’ 


| member of a beneficent corporation it’s 


| of the other. 


| tor,” defined in the dictionary as “a pro- 








LIFE INSURANCE NOMENCLATURE NEEDS 
REVISION FOR ACCURACY AND CLARITY 


By THOMAS W. BLACKBURN 
l American Life Cenven tion 





A late C 





It is commonly known that life insur- 
ance terms are frequently misappre- 
hended by laymen. Just who is re- 
sponsible for this is a matter of no 
importance. The lexicographers have 
risen to the emergency and define 
them to the best of their ability accord- 
ing to the usage of the business. Per- 
haps a few notes showing the unhappy 
and often misleading terminology may 
be enlightening if not useful. 


Is Not Indemnity 


“Life insurance” is improper. “Life 
assurance” was the original term. It 
continues to be used in Great Britain 
and is still favored by international actu- 
aries. Some American companies are 
“life assurance” companies and in their 
choice of this title they are to be com- 
mended. “Assurance” of protection for 
old age or of dependents is the correct 
form. Indemnity for living to a certain 
year or for death of a husband, or wife, 
or father, is unthinkable. “Insurance” 
is indemnity but “assurance” is not in- 
demnity. It is more nearly synonymous 
with “guaranty.” 

Policy Implies Legerdemain 


“Policy” as the name of the contract 
of “assurance” or “insurance,” is a grave 
misapplication, for “policy” is akin to 
process, or definite course, or method 
adopted, in its best sense. It is defined 
as a “cunning contrivance, a stratagem 
and a trick” in the original sense in 
which it was used. The thought still re- 
mains in “playing policy” a method of 
gambling by betting that certain num- | 
bers will be drawn in a lottery. What 
the companies have been calling a “pol- 
icy” is a “contract,” “agreement,” 





ter still, a “certificate of membership in 
a cooperative undertaking.” | 

“Policyholder” is likewise incorrect | 
when used to designate the person to | 
whom a “certificate of membership” has | 
been delivered. That person is no more 
a “policyholder” than a “stackholder” to 
borrow a slang term. Most of the me- | 
tual companies still call their “policy- | 
holders” by the correct name of “mem- 


, 


the original designation. 


Should Be “Assurance Conservator” 


“Agent” has no place in life insurance. 
True, the courts have followed the word 
and define the person who writes a fel- 
low citizen to become a _ cooperative 


agent, for whose acts the corporation is 
bound. The courts are wrong, but it is 
largely the fault of the business. The 
so-called “agent” is merely the inter- 
mediary to present for the citizen his 
proposal for membership. He is no 
more the agent of the one than the 
other, and as much the agent of one as 
His original status was 
fixed in the original contracts as agent 
of the person who by a so-called “ap- 
plication” sought coverage from an as- 
surance company. The person we now 
call agent is more nearly a “conserva- 


tector; one who preserves from injury 
or violation.” “Underwriter” is better 
than “agent,” Cy Drew to the contrary 
not withstanding. “Insuror,” following 
the idea of the real estate men who call 
themselves “realtors” would beat both 











life insurance as now foreseen by the 
American companies engaged in the bus- 


| iness, is, within the limits of good un- | 


derwriting, to make group insurance as 
universal as the pay check. In working 
toward this end the employer, the em- | 
ploye, the insurance company, the agent, 
and the society at large is benefited. | 
The benefit to society happily comes | 
about in degree in the form of promot- | 
ing production by promoting content | 
through better industrial relationships | 
between employer and employe.” | 








“agent” and “underwriter” as a descrip- 
tive title for the person who actually 
delivers the “certificate of membership.” 
“Insurance conservator” is my choice 
of designation if we are to continue to 
use “insurance” instead of “assurance.” 

“Salesman” has never appealed to me 
as a designation for the splendid field 
men who have made life insurance the 
great business it is. Salesman suggests 
a sewing machine, piano, organ or other 
mechanism. 


Deposits Incorrectly Considered 


“Premium,” etymologically is not an 
initial deposit or a subsequent deposit as 
consideration for any performance what- 
ever. The word means a reward or re- 
compense, a prize to be won by being be- 
fore another or others in competition; 
bounty, as a “premium” for good be- 
havior. It also means something offered 
or given for a loan of money; bonus; 
generally in addition to capital; a sum 
in excess of the par value as selling 
stock at a premium. It means above 
par, or hard to obtain. It is inapplicable 
to any part of a life assurance transac- 
tion, whereas “deposit” expresses the 
initial and each subsequent installment 
or payment. It is quite parallel to a de- 
posit in a savings or other bank. “Net 
premium,” “gross premium” and “office 
premium” are likewise misconceptions 
and should be “deposits.” 


Is Continuous Contract 


“Renewal premiums,” usually called 
“renewals” is an unhappy term, especi- 
ally when the term “renewals” is made 
to cover “subsequent deposits” to main- 
tain membership and also subsequent 
compensation paid the “insuror,” “con- 
servator” or “agent” for persuading 
members to continue their assurance. 
Courts hold life insurance contracts are 
continuous for life or a definite term, 


| contingent only upon compliance with 


terms as to deposits. They do not 
recognize the idea of “renewals” of such 
contracts from year to year. 
“Commissions” as the term designat- 
ing the percentage which the so-called 
“agent” may retain or be paid out of 


| membership “deposits” for service ought 


to be changed to “compensation.” No 
etymologist calls this form of compensa- 
tion a “commission.” The word applies 
properly only to sales of merchandise or 
other commodities, and the National As- 
sociation of Life Underwriters has 
repeatedly declared life assurance is not 
a commodity. 


Dividend Flagrant Misnomer 


“Dividend” is the most flagrant 
offense against fact and the most de- 
liberate misnomer of the incidents to 
which attention is called in this article. 
Everybody knows that “dividend” is at 
best a “refund.” It should be called a 
“refund” or “over-charge” in so far as it 
repays to a member the “overcharge” 
for his membership. What it should be 
called when it is taken from a persistent 
member’s aggregate deposit and given 
to a new member as an unearned grat- 


uity, some non-participating, or “flat 
rate” “conservator” may determine. 
This being a non-partisan discussion, 


the morals and merits of first year, and 
second year “dividends” may well be 
considered as a subject werboten, and 
the question of penalizing the old mem- 
bers for competitive purposes in secur- 
ing new members, is an abstruse topic 
intended chiefly to amuse actuaries. 
“Dividends” in England are called 
“bonuses” and that is a perversion of 
fact which no mutual man in America 
can approve, though if a stock company 
should find it advisable to divide profits 
with policyholders “bonus” would be a 
good enough term. 


Withdrawal Privileges Intelligible 


“Non-forfeiture” is never understood 
by a layman but “withdrawal privileges” 





would immediately challenge his atten- 
tion and make the nonforfeiture laws 
and provisions immediately intelligible. 

“Reserve” has a meaning which most 
people ought to apprehend without diffi- 
culty. Yet legislators and business men 
of intelligence frequently confuse “re- 
serve” with “surplus” and some times 
think it means “assets.” If the words 
“aggregate net deposits with compound 
interest” or “ascertained obligations to 
insured” were substituted, the disposi- 
tion to tax assets and reserves would not 
be so prevalent. ; 2 

“Surrender charges” are “withdrawal 
or “lapse charges” and “surrender 
value” is well expressed in the words 
“return of deposits,” or “cash surrender 
privilege.” 

Is Average After Life-Time 


“Expectation of life’ is one of the 
most elusive of the common terms of 
life assurance and could be nailed to the 
cross of fact by using “probable life- 
time,” “average years to live” or “aver- 
age after-life time.” Perhaps if one of 
the suggested substitutes had been used 
instead of “expectation of life” no court 
would have decided that a weekly disa- 
bility benefit was to be reckoned as the 
present worth of_a_ weekly annuity ac- 
cording to the Carlisle tables of mor- 
tality. 

Explain Expense Additions 


“Ordinary life’ means “whole life” 
and why not say so? “Loading” and 
“margin” are Greek to the “assured” 
but “expense additions” would be readily 
understood and more easily explained, 
if explanation were required. “Partici- 
pating policies” are “refund contracts 
and “non-participating policies” are “flat 
rate contracts” and it would be better 
for both, if these were their descriptive 
titles. 
No Losses in Death Maturities 


“Losses” is erroneous when applied to 
“death claims” for “death claims” are 
not losses in any technical sense. They 
are payments to “assured” upon matured 
contracts for which provision was made 
in advance. They are properly speaking 
“maturities,” “claims paid,” or “matured 
contracts cancelled.” “Application” 
means “proposal” and “applicant,” “pro- 
ponent” and the courts have so held. It 
would be well to chamge the terms ac- 
cordingly if the terminology applicable 
to memberships is to be abandoned. 


Net Cost Is Net Investment 


“Net cost” implies outlay and gives 
the “applicant” or “proponent” an im- 
pression that he is indulging in an ex- 
penditure which contemplates no return, 
whereas the so called net cost is the 
net investment he is making for the im- 
mediate creation of an estate of a value 
exceeding the total “net deposits.” He is 
making a “net deposit” in a thrift pro- 
ducing adventure more profitable to his 
estate than a “like deposit” in a savings 
bank. He would not speak of the money 
deposited in bank as the “net cost” of 
maintaining a bank account. This term 
should be absolutely tabooed. 

Now the writer fully understands that 
nomenclature in any business or any 
great undertaking develops with time. 
He also knows that, once a definite word 
is applied generally to a _ common 
thought a change is difficult. Neverthe- 
less, he believes the analysis of life 
assurance nomenclature herein will prove 
useful, and it will at least supply syno- 
nymous terms which may some time 
clarify misapprehension and correct mis- 
conceptions. 


Holds Training Course 

A special training course for begin- 
ning agents was conducted at the home 
office of the Lincoln National Life in 
June. Besides a number of agents in 
the home office territory who are taking 
the course, there were three graduates 
from Indiana University, Frank Sibley 
of Gary, Indiana, captain of the univer- 
sity football team for the 1926 season; 
Paul Rector of South Bend, Ind., man- 
ager of the university baseball team this 
spring, and Robert Barber, Jr., of Sey- 
mour, Ind. 
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RECORD PRODUCTION MARK 
SET BY NORMAN R. HILL 


INSURED 454 LIVES IN YEAR 





Williamsport, Pa., Man Has Headed 
Marathon Club of Northwestern Mu- 
tual for Past Three Years 





MILWAUKEE, June 30.—Several 
records of the Association of Agents of 
the Northwestern Mutual Life, for pro- 
duction and number of lives paid for, 
have been cracked this year by Norman 
R. Hill, district agent at Williamsport, 
Pa. In the first place, Mr. Hill has 
gained permanent possession of the 
Marathon cup, donated by the late 
George E. Copeland, former superin- 
tendent of agencies, by having paid for 
the greatest number of lives for three 
years. Although the requirements for 
possession of the cup are that any three 
years would count, Mr. Hill has gained 
three legs on it in three consecutive 
years. He has been president of the 
Marathon Club of the company for the 
past two years and will also be presi- 
dent this year, due to writing the great- 
est number of lives. 


New Record for Year and Month 


For the fiscal year of the Northwest- 
ern Mutual Life, from June 1, 1926, to 





NORMAN R. HILL 
May 31, 1927, Mr. Hill paid for $1,485,- 
850 worth of insurance on 454 lives, 


the largest number ever reported by an 
agent of the company. The previous 
record was held by B. C. Nelson of 
Peoria, Ill., who had a total of 284 lives 
during one year. Mr. Hill also made a 
new record in May, the last month of 
the fiscal year, by writing 183 lives, tak- 
ing the laurels away from R. F. Clen- 
dennin, now general agent at Louisville, 
who wrote 120 lives in one month. 

Mr. Hill became an agent of the 
Northwestern Mutual Life in 1920 and 
has been a Marathonian since his first 
year. The past three years, in which he 
retained leadership in the club, he has 
insured 808% lives for an aggregate 
paid-for of $6,082,400, or an average of 
more than $2,000,000 annually. 


Has Won Other Honors 


Besides his honors in the Marathon 
club, Mr. Hill has won two of the com- 


pany’s prizes for its agents, in Class B 
and Class A, which can only be won 
once by any agent. The Class B prize 
is awarded to the agent showing the 
largest percentage of increase over a 
three-year average, between $500,000 


and $750,000, and the Class A prize for 
a similar showing with average in ex- 
cess of $750,000. There is only one ma- 


jor company prize left for Mr. Hill to 
attain. It is the Class AA _ prize 
awarded to the agent paying for the 








AS SEEN FROM NEW YORK 


BY G. F. WILLISON 





INSURANCE AND MISSISSIPPI FLOOD 


It may be that the Mississippi flood, 
one of the great catastrophes in the 
country’s history, has already had much 
of the effect of the war in bringing life 
insurance close to the hearts of many 
people. Face to face with death, dis- 
ease and ruin, men naturally think of | 
protection. That men in the areas de- 
vastated by the flood are thinking much 
of protection would seem to be indi- 
cated by information obtained here that 
for June the New Orleans, Memphis 
and Meridian offices of the Mutual Life 
of New York stood first, fifth and sev- 
enteenth respectively in the list of the 
company’s agencies exceeding their 
quotas for the month. 

sk @ 
SPIRITED FIGHT FOR INSURANCE 


What a world this would be for 
agents if all people valued its unique 
merits and had the faith in it possessed 
by George W. Wickersham, the famous 
lawyer who was attorney general under 
President Taft's regime. As guardian 
of 3-year-old Gloria Morgan Vander- | 
bilt, who inherited a $2,500,000 trust | 
fund from her father, Mr. Wickersham ! 
first applied to Surrogate Foley for per- 
mission to use $24,000, half of the 


largest volume of business in the fiscal ) 
year. 
Powless Is Runner-up | 

R. E. Powless of Pemberville, O., a 
town of 1,000 population, was runner-up 
this year, writing insurance on 254 lives. 
In nine of the 12 years the Marathon 
club has been in existence, the number 
of lives Mr. Powless wrote would have 
been sufficient to gain leadership. 

A third member of the Marathon club 
who merits distinction is Herman Du- | 
val of New York City, who is termed | 
the dean of the club. He has been a 
continuous member of the club since its 
organization 12 years ago, and in that 
time has written insurance on approxi- 
mately 2,000 lives. 


MORTALITY TRENDS IN 
RECENT YEARS VIEWED 


(CONTINUED FROM PAGE 7) 


in 25 years; typhoid fever, small- 
pox, diphtheria and other germ infec- 
tions are greatly reduced, but they 
should be swept away entirely. Cer- 


tain degenerative diseases affecting the 


heart, arteries, kidneys, liver, etc., how- 
ever, have increased, while cancer is 
now a much more serious menace. 


These latter ailments are frequent after | 
middle life while the former group has 


caused much of the lower mortality 
under age 50. Above 50 the improve- 
ment has not been so great, but per- 


of this appearance lies 
in the fallacy of making a comparison 
by percentage. A 10 percent improve- 
ment at age 50 would represent a sav- 
ing of nearly three lives for each 1,000 
under observation whereas a 20 per- 
cent improvement at age 30 would 
mean only the saving of 1 life per 1,000. 


haps one cause 


Must Observe Mortality Trends 


Mr. Moir said that in considering and 
analyzing under-average mortality it is | 
very important to observe the trend of | 
events because if the company assesses | 
a group of hazardous risks at 50 per- | 
cent in excess of the American Men | 
table, and if it finds after ten years | 
that the experience of the group is just | 
50 percent in excess of that table, it 1s | 





tempted to congratulate itself on its | 
accurate rating. But if, in the same | 
time, the average mortality rate has | 


decreased from 100 percent to 80 per- 
cent of the table, then a 50 percent 
rating will give 120 percent of the basic 
table as a relative and appropriate ex- 


| adopted a new 











of $48,000, to 
the life of her 


child’s annual allowance 
buy a $500,000 policy on 
mother. Regarding the life insurance 
as a prime investment, he estimated 
that the child’s estate would thus be in- 
creased to $3,144,059 by 1945. Surrogate 
Foley looked upon the idea with a 
friendly eye but ruled that he was for- 
bidden by law to grant permission for 


the use of this $24,000 as premium on 
the $500,000 policy applied for. Un- 
daunted, Mr. Wickersham carried the 


case before the appellate division of the 
supreme court, which last week handed 
down a decision upholding Surrogate 
Foley. 
* * * 
DELEGATION TO MEMPHIS 


More than 100 members of the New 
York Life Underwriters Association 
have already signified their intention 
of attending the convention of life un- 
derwriters at Memphis in October, by 
making reservations at this early date 
for the special that will leave here on 
Oct. 10, proceeding over the Fennsy!l- 
vania and the Southern roads by way of 
Philadelphia and Washington, picking 
up en route local delegations from New 
Jersey, western Pennsylvania, Mary- 
land, Delaware and the District of Co- 
lumbia. 


perience, in harmony with the normaf 
average. Therefore, an experience of 
150 percent of the table rate would 
mean a loss of 30 percent as compared 
with standard business. In a mutual 
company this condition would be un- 
ally to the general body of a standard 
ives 


There has been so much improvement 
in the mortality under age 40 that. with 
the premium rates on the old American 
Experience table, some companies have 
relaxed their standards at young ages 
and now accept lives which would have 
been called sub-standard 20 years ago. 
The standards of selection have also 
been relaxed in recent years at young 
ages through better knowledge of cer- 
tain physical conditions. 


Has Some Practical Advantages 


Mr. Moir said the “rating of 
method of classifying substandard 
has some practical advantages. It 
a higher extra premium at the 
ages than at the younger and thus 
matically makes 


age” 
risks 
gives 
older 
auto- 
’ an adjustment for the 
higher mortality at that time, as com- 
pared with the improved mortality at 
the younger ages. If the insured im- 
proves in health and demands removal 
of the extra, the method has other ad- 
vantages. Reserves are usually com- 
puted at the increased age, and sur- 
render values being higher, agents have 
a strong appeal for placing the rated 
policy. The higher reserves and higher 
surrender values, however, may be 
entifically incorrect. 


sci- 


Combination Satisfactory 


Some types of hazard can best be met 
by a constant addition to the premium. 
This is used most frequently in connec- 
tion with hazardous occupations where 
the risk does not necessarily increase 
with age, and it is also applied to 
some physical impairments, especially 
those which may gradually disappear, 
or which may or may not recur in the 
near future. Recently one company has 
system of extra rating 
which combines the extra percentage 
classification and the age rating meth- 
ods in a way which appears to give sat- 
isfactory results both from a practical 
and theoretical viewpoint. 


No One Method Sufficient 


“In general.” Mr. Moir said, “it may 
be said that the classifications of under- 
average lives are so many and varied 
that there is no one method which will 
properly meet all circumstances. The 





CENTRAL LIFE AGENTS 
IN REGIONAL MEETING 


TWO-DAY CONVENTION HELD 


Home Office Representatives Address 
Agents from Northwestern Terri- 
tory at Minneapolis Gathering 


MINNEAPOLIS, June 29.— The 
Central Life of Illinois held its north- 
western —— convention in Minne- 
apolis June 24-: Representatives from 
North Dakota, ‘eertiere Iowa, South 
Dakota, Minnesota and Montana at- 
tended. President Hinebaugh, Vice- 
President W. Rolla Wilson, Medical 
Director T. W. Burrows represented 
the home office. 

Judge W. H. Hinebaugh expressed 
his ———- for the production of 
June 17, President’s Day, when $650,000 
was Ww oan breaking all previous daily 
records of the company. 

Mr. Wilson explained that the com- 
pany inaugurated regional meetings to 
establish more intimate relations be- 
tween home office and field, and to offer 
better opportunity for discussing their 
problems. : 

J. M. McGovern, general agent for 
North Dakota, with a minimum of $400,- 
000 personal business annually for the 
past eight years, spoke on “Sales Meth- 


ods.” Frank Wixom, general agent for 
northern Iowa, who experienced an 
average lapse ratio of but 6% during 
the past five years, told of his methods 
of conservation. W. A. Erckenbrack, 
general agent for northern South Da- 
kota, discussed “Consistency in Produc- 
tion.” W. L. Wilson, general agent for 
Minnesota, with a minimum record of 


$15,000 of personal production a month 
for five vears, told of his methods of 
securing cooperation of bankers and 
home building concerns for mortgage 
covers. 

W. C. Murden, former chief of the ex- 
tension department of the University of 
Iowa and more recently assistant man- 
for the Bankers Life at Minne- 

discussed direct mail advertising. 
Mr. Murden is taking the general 
agency for the Central gg with head- 
quarters at Evanston W. Bur- 
rows discussed “Medical Selection” and 
presided at an open forum on medicz al 


ager 
apolis, 


topics. 





Eubank Visits Home Office 
NEW YORK, 2°9.—Gerald A. 


June 


Eubank of the Eubank Aetna Life 
agency here, the successor of the Hart 
& Eubank agency that will dissolve 
July 1, when Mr. Hart leaves on a va- 


cation preparatory to assuming his new 
duties as vice-president of the Penn Mu- 
tual. is in Hartford this week confer- 
ring with home office officials. 


Drive Quota Exceeded 


To June 16 the staff of the 
New York Life wrote new business 
totaling $65,137,528, the home office an- 
nounced last Saturday. This volume of 
business was the result of a_ special 
campaign in honor of President Darwin 


agency 


P. Kingsley. The quota for the first 
half of the month was exceeded by 
$26,000,000. Sixty-five percent of the 
agents involved in the drive turned in 
applications. At least five applications 
each were produced by 1,721 agents. 
The campaign will close at the end of 
the month. 


question is best handled on broad gen- 
eral lines, yet the type of risk involved 
must be kept in view, and it would seem 
to be inconsistent to place in the same 
group a risk where the hazard is imme- 


diate and diminishing and also a risk 
where the hazard is deferred and in- 
creasing, though this is sometimes 


done.” 
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REDUCTION IN MORTALITY 
RATE IS SHOWN BY GORE 
(CONTINUED FROM PAGE 7) 
icies and amounts were obtainable for 
a number of other years, a comparison 
was made, which indicated for the sep- 
arate age groups given in the table that 
the rates by amounts averaged 2% per- 
cent greater than by policies. Had the 
calculations for 1913 been based upon 
policies the rate for all the table years 
combined would have approximated 
15.97 per 1,000 as against 16.37 shown 
in the table. 
Downward Tendency Checked 


“While there had been a compara- 
tively steady decrease in the rate of 
mortality among those insured under in- 
dustrial policies over a long period of 
years prior to the world war, there are 
indications at the present time that the 
downward tendency has been temporar- 
ily checked, and it may be that we have 
arrived at a new normal rate. The 
death-rates for all ages combined ac- 
cording to the grouping by policies were 
as follows for the individual years, 1921- 
1925: 1921, 11.55; 1922, 12.09; 1923, 
13.04; 1924, 11.89; and 1925, 12.19. It 
will be seen that 1921 ranks lowest, 1924 
next, with 1922 and 1925 following in 
order, 1923 showing the highest rate. 
Moreover, while the rates for 1926 are 
not yet available in detail, it is known 
that they were higher than those of 
1925, due chiefly to a considerable epi- 
demic of influenza in the spring of that 
year. 

Prohibition Not Responsible 

“There are naturally differences of 
opinion as to the causes of the great 
improvement in mortality since the war. 
Economic conditions with higher stand- 
ards of living and the greater attention 
now being paid to the conservation of 
health through governmental and semi- 
public agencies, are probably the out- 
standing causes. Developments in med- 
ical and surgical science have, no doubt, 
been a contributing factor. It is alse 
claimed that federal prohibition laws in 
the United States are largely responsible, 
but the fact that in England and Wales 
there has been a corresponding drop in 
death-rates over approximately the same 
interval, weakens this claim.” 


EXPERIENCE ON DOUBLE 
INDEMNITY PLEASING 


(CONTINUED FROM PAGE 7) 
$2,000 class, according to a late and rep- 
resentative list of double indemnity 
claims paid by one company. The 
larger part of the remaining 50 percent 
were on policies around the $5,000 mark. 
Some were on policies of $10,000, but 
there were surprisingly few for larger 
amounts, there being only one claim for 
the company’s double indemnity maxi- 
mum of $25,000, which is the usual max- 
imum. 

The experience of the companies indi- 
cates that on the average claims for pay- 
ment under double indemnity provisions 
are made on less than 10 percent of all 
policies carrying such provisions. One 
company more specifically stated that 
its general run has been 7 or 8 double in- 
demnity claims per 100 such policies 
issued. Inasmuch as the companies have 
been writing the feature only for the 
relatively short time of 12 or 15 years, 
these percentages may rise in subsequent 
years, although it does not follow that 
accidental death frequency increases 
greatly with age. 

Few Doubtful Claims 





The consensus of opinion here is that 
the number of doubtful double indemnity 
claims submitted for payment has been 
remarkably low and gives no indication 
of rising to any extent as some predicted 
it would when the feature became more 
generally known among certain less hon- 
est classes in the community. Of all 
claims submitted one company estimates 
that doubtful cases aggregate less than 
1 percent and among these are included 
those really doubtful cases where the 
few ascertainable facts can be inter- 


| EQUITABLE OF IOWA IS 
HOLDING BIG CONVENTION 





The Equitable Life of Iowa, at its 
annual agency convention which is being 
held in Asheville, N. C., this week, is 
celebrating the 60th anniversary of the 
founding of the company as well as the 
attainment of $500,000,000 of insurance 
in force. President H. S. Nollen gave 
the address of welcome at the opening 
session Wednesday morning and H. E. 
Aldrich, vice-president and superinten- 
dent of agents, gave an address and pre- 
sented the Kirk memorial cup. J. A. 
Tyson presented the production shield 
and S. A. Swisher, Jr., presented the 
club efficers’ insignia and club souve- 
nir. Dr. O. J. Fay gave an address 
on “The Medical Profession and Life 
Insurance.” The afternoon was given 
over to a motor trip to Lake Lure and 
in the evening there was dancing. The 
speakers at the Thursday morning ses- 
sion are B. F. Hadley, second vice-presi- 
dent and secretary; J. H. Finney, E. E. 
Smith and F. W. Hubbell, vice-presi- 
dent and treasurer. Thursday afternoon 
was given ever to individual entertain- 
ment, with golf, tennis and motor trips. 
The anniversary banquet was held 
Thursday evening. At the Friday morn- 
ing session the speakers will be Presi- 
dent Nollen, second vice-president and 
Secretary Hadley and E. E. Olson. 








preted with equal justice either in favor 
of the company or the beneficiaries. In 
such cases the companies, for not wholly 
philanthropic reasons, make it their pol- 
icy to be as liberal as possible. 


Settle Contested Claims 


A fair estimate, according to company 
officials, would set contested claims at 
approximately 40 percent of all doubt- 
ful and “border-line” claims submitted, 
but very few of these contested claims 
are carried to the courts. In the great 
majority of cases compromises of vary- 
ing kinds are effected. Perhaps one rea- 
son for this is the expense and uncer- 
tainty of legal action, particularly in 
the small towns and rural communities 
of the south and west where juries are 
apt to be influenced less by the merits 
of the case than by focal sentiment, a 
hostility toward large New York cor- 
porations and a naive belief that money 
extracted from a life insurance company 
hurts no one since the life companies 
make money out of air. Juries in the 
east and in the larger cities throughout 
the country have been found to be less 
influenced by such considerations, most 
courts in such jurisdictions being quite 
fair in establishing causes of deaths in 
doubtful cases, giving proper weight to 
circumstantial and other evidence intro- 
duced to prove suicide or other defense. 


Wood Joins American Central 


Joseph G. Wood, Indianapolis attor- 
ney, who recently resigned as secretary 
of the Insurance Federation of Indiana 
and of the Indianapolis Fire Insurance 
Agents’ Association and assistant sec- 
retary of the Indiana Association of In- 
surance Agents. has gone with the Amer- 
ican Central Life of Indianapolis as at- 
tornev of the mortgage loan department, 
effective July 6. He succeeds V. H. 
Brainard, who will do field work for the 
company in the Indianapolis agency. 





Flyer Insured for $50,000 


Lloyds of London has issued a $50,000 
policy on the life of Bernt Balchen of 
the crew of the monoplane America, 
which will attempt a nonstop flight to 
France under direction of Commander 
Richard E. Byrd of the U. S. navy. The 
other three members of the four-man 
crew are protected bv a $150,000 deposit, 
$50,000 of which will go to the relatives 
of each of the three men in the event the 
fiight results disastrously. 


Actuaries Meet in Indianapolis 


The fall meeting of the American In- 
stitute of Actuaries will be held in In- 
dianapolis, Nov. 3-4. 














UNIQUE ADVERTISING STUNT 
IS USED BY PILOT LIFE 





The Pilot Life celebrated the com- 
mencement of work on the new home 
office building with a half holiday. The 
first shovel of sod was turned by Pres- 
ident A. W. McAlister. An interesting 
feature of the ceremony was that the 
employes released over 200 balloons as 
the first shovel of dirt was turned. At- 
tached to each of these balloons was a 
card saying that anyone who sent the 
card to the company would be given a 
souvenir of the occasion. Ten balloons 
carried cards entitling the finders to a 
handsome leather wallet or a lady’s 
bag, and one balloon carried a card en- 
titling the finder to a two quart sterling 
silver pitcher as a souvenir of the oc- 
casion. These cards are being returned 
from all parts of North Carolina, and 
the company has received very wide 
publicity as a result of the stunt. 


BANKERS LIFE MUST 
DEFEND THE IOWA SUIT 





DES MOINES, Iowa, June 30.—The 
Bankers Life here must defend itself in 
district court at Marshalltown, Ia., in 
the case in which holders of assessment 
insurance attacked an increase in rates, 
according to a ruling made by the state 
supreme court here this week. The su- 
preme court refused the company’s ap- 
plication for a writ of prohibition under 
which action in the Marshall county 
court would have been forbidden, pend- 
ing adjudication of litigation in Polk 
county. The company alleged that the 
same issues were involved in the case 
in Polk county district court. The order 
says: 

“We are of opinion that the matters 
set forth in the application are not such 
as would justify the issuance of such 
writ. Such court has neither made nor 
threatened to make any order in excess 
of its jurisdiction. The matters set forth 
are available to defendant and pleadable 
by it in such court. If the court shall 
err in the premises, defendant has an 
adequate remedy by appeal. We shall 
not assume to foresee or anticipate the 
order which may be made, nor purport 
to correct or to approve it before it is 
made; nor should be assume that such 
court will encroach either upon the 
jurisdiction of the Polk district court, 
or upon the restraining order of this 
court in the pending appeal. 

“The claim of prior action pending, or 
of prior adjudication, if available to de- 
fendant, may be presented by appro- 
priate pleading and proof in the dis- 
trict court. It is a defense which must 
be made there before it is available here. 

“The application is therefore denied 
without prejudice to future proceedings.” 


Joins the American Convention 


The Southern States Life of Atlanta, 
Ga., has rejoined the American Life 
Convention. The Southern States Life 
is the third company to enter in recent 
weeks. The other new members are the 
Gem City Life of Dayton, O., and the 
Columbian Mutual Life of Memphis, 
Tenn. 


Dr. R. L. Rowley Visits Chicago 


Dr. Robert Lee Rowley, medical di- 
rector of the Phoenix Mutual Life, was 
in Chicago Wednesday from the east, 
visiting the Robert Judd office of the 
company and investigating the medical 
situation. Dr. Rowley and the Chicago 
Phoenix Mutual agents were guests of 
Manager Judd Wednesday evening. Dr. 
Rowley left for Detroit after the dinner. 


Discontinues Unlimited Coverage 


The Pacific Mutual Life has discon- 
tinued the unlimited sickness coverage 
in its commercial accident and health 
policies. Similar action has already 
been taken by most of the larger com- 
panies. 





GREAT DEVELOPMENT IN 

SUBSTANDARD INSURANCE 

(CONTINUED FROM PAGE 7) 

consists of analyzing and determining 
the various factors which go to make 
up the value of a risk, such as build, 
family and personal history, physical con- 
dition, occupation, habitat and the like, 
and placing a numerical valuation upon 
each factor in each individual risk ex- 
pressed in terms of a given standard, the 
standard being expressed as 100 per- 
cent. The summation of the values 
given the various factors determines the 
insurance value of the risk. Prior to 
the development of the scientific numer- 
ical system, a somewhat similar process 
was followed in that the medical director 
gave a vague general value to each fac- 
tor according to his impression of it 
and thus arrived at a vague opinion as 
to the insurance value of the risk. 


Not a Rigid System 


The numerical system has_ been 
adopted by practically all companies do- 
ing a substandard business as it is gen- 
erally considered essential to sub- 
standard writing on a successful basis. 
Indeed it is hard to conceive of the 
prosecution of substandard business 
along successful and accurate lines with- 
out the use of the numerical method of 
rating. The numerical method is not 
a rigid system, but is a broad and tell- 
ing process of arriving at a numerical 
factor as the mortality value of a risk 
with some reference to incidence, par- 
ticularly in certain types, and, while in 
many cases it may be the summation 
of the factors for the individual aspects, 
it may in other cases involve extra per- 
centages added for certain combinations 
which cause extra hazard, or it may 
even have deductions from the sum of 
the factors for two or more aspects 
which in individual cases may not be 
mutually exclusive. It may also involve 
en adjustment after the summation 1s 
completed if the results arrived at are 
found to be inconsistent after reviewing 
the various influencing factors in com- 
bination. 

Resulting Experience Is Normal 


The result of using the numerical 
method is that a heterogeneous mass 1s 
secured which is entitled to standard in- 
surance and which in the aggregate de- 
velops the mortality curves of the well 
known published experiences. Mr. Mead 
said that actual experience has developed 
the fact that the final outcome of sub- 
standard risks assessed by the numerical 
method in the aggregate is comparable 
to that on standard insurance. 





Joins Minnesota Mutual 


Max D. Schrieber, for many years 
with the Western & Southern in the 
field and at the home office and more 
recently with the Public Savings has 
become supervisor for. the Minnesota 
Mutual in Ohio with headquarters in 
the Provident Bank building, Cincinnati. 


New Ordinary Office Opened 


A. Van Goldman, who has had the 
Minneapolis ordinary agency of the 
Prudential, has opened an_ ordinary 


agency for that company in the Illinois 
Merchants Bank Building, Chicago. 
The Goldman agency is the second Pru- 
dential organization to be established in 
Chicago. Jesse E. Smith has had a 
Prudential ordinary agency in Chicago 
for a number of years. 


Illinois License Issued 
The Union Labor Life obtained its 
Illinois license last week. The company 
now has been admitted to 17 states. 


Life Notes 


William H. Harrison, superintendent 
of agencies for the Atlantic Life. is on 
his vacation He plans to spend most 
of it in New England, 

Iowa led all states in May in which 
the Merchants Life does business. Michi- 
gan, Texas and California finished be- 
hind Iowa in the order named. 
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Clevelanders Prefer 
the CLEVELAND 


"THY, who know 1t best, prefer 
Hotel Cleveland for its excep- 
tional food, its quiet but friendly 
service, its furnishings and at- 
mosphere of a luxurious home. 
Clevelanders who are accus- 





tomed to the best the city affords, 
lunch and dine here every day and 
recommend this hotel to out-of- 
town friends. They consider it— 
as you will—more like a private 
club than a hotel. Yet rates for 
many rooms are as low as $3, and 
a moderate priced Lunch Room 
supplements the main dining 





Standing Alone! 


outstanding men a contract that is really dif- 


. CACIA stands alone in agency contracts. It offers 
ferent. 


ACACIA’S unique monthly income contract provides a 
continuous monthly income based on the amount of 
business you place and keep in force and NOT on the 
renewal premiums paid. This income increases as your 
business increases and will never reach a peak and de- 
cline as under the usual renewal contract. It providesa 
pension to the agent in his old age and to his family at 


— his death. 


Hotel Cleveland is on the Public 


ing pt I. You are free to sell your prospect the type of policy best 
vate bath and servidor service. fitted to his needs because the renewal income is based 

on volume of business in force and not on amount of 
renewal premiums collected. 


ACACIA agents produced during March, 1927 ten 
million dollars of business, an average production per 
agent of $32,054 in one month. This wonderful record, 
never excelled by any similar organization, is ample 
proof of the opportunity ACACIA offers select men. 
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We invite correspondence with men not under contract. 
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good turn—get him = : Wm. Montgomery, President 
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Consistent, Conscientious Work 


In his address before the INSURANCE 
ADVERTISING CONFERENCE at Hartford, 
Frank W. Penne tt of New York City, 
well known life insurance producer, who 
this year will write $2,000,000 of busi- 
ness, questioned some of the modern 
teachings of life insurance salesmanship. 
The address has commanded wide at- 
tention, not only because Mr. PENNELL 
is a thorough going successful life in- 
surance man himself, but because of his 
early newspaper experience, the prin- 
ciples of which he applies to his own 
work. 

Mr. Pennett would eliminate the 
super-salesman from life insurance. He 
thinks that the men in life insurance who 
are doing the real work and producing 
business that sticks are really skilled 
newspaper reporters rather than mas- 
ters of high sounding salesmanship 
methods. Mr. PennNet believes that 
too much emphasis is being placed on 
“scientific selling.” He feels that many 
of its principles have their uses and ad- 
vantages but he thinks its proponents 
are injecting too much mystery into life 
insurance because of it. 

Mr. PENNELL practices 
methods. There is no legerdemain in 
his mechanics. He talks to a man in 
a subdued tone. He uses no tricks. He 
employs language that the prospect can 
understand. He strips insurance of its 
technical verbiage, studies the needs of 
his prospects and then shows exactly 
what insurance will do for them. Mr. 
PENNELL does not oversell a man. He 
figures just what one can pay comfort- 


unobtrusive 


ably. But he builds on that man. He 
has started many men with $1,000 or 
$2,000 insurance and has built up grad- 
ually a substantial line to meet increas- 
ing needs, 

Mr. PENNELL 
tempting to overpower a prospect and 
force him beyond the natural limits. The 
prospect must see just exactly how 
his insurance will function and what it 


does not believe in at- 


will mean for him. He wants it ap- 
plied to his special case. He believes 
that the real producers, are “star re- 


In his own language he says 
“beats.” They inquire. 
They dig up facts 
about others. They uncover situations. 
They eliminate the unfit from the fit. 
They know the motives that induce men 
to buy insurance at a certain time. They 
know about the changes that go in the 
business world before they break as 
general news. This, then is the line of 
Mr. PENNELL’s thoughts. 

We believe that this natural attitude 
toward life insurance demonstrated by 
Mr. PENNELL is one that we should 
more and more emulate. Undoubtedly 
the tremendous lapse ratio is due largely 
to the fact that people do not under- 
stand just what their own insurance can 
do and will do for them. They prob- 
ably have been subjected to this super- 
salesmanship to which Mr. Pennetr re- 
The agent did not do his job 
well. Where a man realizes that insur- 
ance will solve his problem he will not 
let it go unless he is forced to finan- 
cially. 


porters.” 
they work their 
They investigate. 


fers. 


Greatest Single Promoter of Thrift 


The “New York American” in recent is- 
sue made some comment on “The Greatest 
Single Promoter of Thrift.” It referred 
of course to life insurance. The “Amer- 
ican” in compact form and terse sen- 
tences sums up what life insurance has 
done and tells its present status. The 
“American” says in an editorial way: 

“The insurance carried on American 
lives equals nearly nine times the assessed 
valuation of all property in New York 
City. 

“It exceeds by nearly $15,000,000,000 the 
estimated total wealth of France. 

“It is three-fourths of all the life insur- 
ance in the world. 

“If distributed equally it would give 
every person in the United States more 
than $650. 


“Tt is the largest institution we have for 


the systematic cultivation of thrift and 
the most useful. 
“You can save by other methods, but 


most of us don’t. Life insurance pulls us 
by the heart strings and makes us do from 
a mingled sense of duty and shame what 
otherwise we might easily forget. 

“It is, therefore, about the most useful 
type of business activity in the land. The 
men who promote it do an invaluable 
service. 

“Yet it has all come about in little more 
than two generations. There were forms 
of insurance much earlier than 1834, but 
in that year began the kind of life under- 
writing that we know. 

“A good idea spreads swiftly in these 


times.” 








PERSONAL GLIMPSES OF LIFE UNDERWRITERS 
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E. W. Cameron, Minnesota state 
agent for the Equitable Life of Iowa, 
has gone for an extended motor trip. 
Mr. Cameron is accompanied by 
Cameron and their two sons, Ewen, Jr., 
and Donald. They plan to include sev- 


eral of the principal eastern cities in | 


their tour, and will spend some time at 
Kenilworth Inn, Asheville, 
tending the annual convention of the 
Equitable of Iowa. 


Alexander R. Ferguson, manager of 
the Phoenix Mutual Life at Watertown, 
D., recently completed 20 years of | 





Mrs. | 


N. C., at- | 


| 
| 
} 


| of Dallas, 


time in the east went to Minneapolis in 
1909. 


Mrs. Morton Bigger, wife of the sec- 
retary of the American Life Reinsurance 
and daughter-in-law of its 
president, A. C. Bigger, died at a Law- 
ton, Okla., sanitarium last week of acute 
indigestion. She and Mr. Bigger had 
left Dallas only two days before for 
a brief vacation at Medicine Park and 
the seizure was sudden. She leaves a 
3-year-old son, Morton Bigger, Junior. 


Robert Ramsey of New York City, 


service with that company and ‘received | a director of the Union Central Life and 


his 20-year service pin with a letter of 
congratulation from President Welch. 

Mr. Ferguson enjoys an unique rec- 
ord of 102 months of consecutive pro- 
duction and a consecutive yearly record 
of 15 years paying for at least 100 poli- 
cies in each and every year. Since join- 
ing the company he has written more 
than $4,500,000 of insurance. 


George T. Bryson, agency assistant 
under Neil D. Sills, Virginia manager 
of the Sun Life of Canada at Rich- 
mond, and Miss Sophie Harris of that 
city were married this week. Mr. Bry- 
son is a former secretary of the Rich- 
mond Association of Life Underwriters. 








Charles J. Riefler, vice-president of the | 


Springfield Life, Springfield, Ill., was 
married last week at Springfield to Jen- 
nie B. Sommers of St. Louis. 
ler’s bride was formerly a supreme of- 
ficer of the Court of Honor Life Asso- 
ciation. 

Vincent L. King, general agent for the 
Connecticut Mutual Life, died suddenly 
at his home in Minneapolis Sunday. 
was 57 years old. He was born in 
Zanesville, 


Mr. Rief- | 


He | 


O., and after spending some | 


for many years its chief legal advisor, 
died in Pittsfield, Mass., this week. 
President John I Sage went on imme- 
diately on receipt of the news of Mr. 
Ramsey's death. Mr. Ramsey was one 
of the firm of Maxwell & Ramsey who 
conducted several noted cases for the 
Union Central, the last being the Ham- 
ilton County tax cases. Mr. Maxwell, 
the senior member of the firm, and at 
one time solicitor general of the United 
States, also died recently. Mr. Ramsey 
was much interested in the Union Cen- 


tral, a close student of its affairs, and 
his death is keenly felt by the Union 
Central home office organization. 


Frederick A. Wallis, general agent of 
the Fidelity Mutual in New York and 
Commissioner of Correction of New 
York City, was re-elected president of 
the New York State Christian Endeavor 
Union at its annual convention this 
week at Syracuse, where a strong series 
of resolutions were passed calling upon 
the churches and affiliated organizations 
to arise in their several communities to 
stop the spread of so-called obscene 
literature as well as give strenuous sup- 
port to the cause of law enforcement re- 
ferring particularly if not exclusively to 
the prohibition amendment. 











LIFE AGENCY CHANGES 





WILLIAMS TO STATE MUTUAL 


Executive Secretary o} of Cleveland Life 
Underwriters Resigns to Become 
Agency Assistant 


J. S. Williams, executive secretary of 
the Cleveland Life Underwriters Asso- 
ciation, has resigned, effective Sept. 1, 
to become agency assistant with the E. 
M. France agency of the State Mutual 
Life in Cleveland. 

Under Mr. Williams’ direction as a 
full time executive of the Cleveland as- 
sociation it has reached an outstanding 
position, and has become nationally rec- 
ognized because of its leadership and 
pioneering in new fields of association 
activity. The Cleveland association was 
the first to employ a full time paid secre- 
tary, the first to establish a library and 
among the first to establish an effective 
business practice committee. 

Mr. Williams formerly was the secre- 
tary-manager of the Red Cedar Shingle 
Manufacturers Association, of which he 
was one of the organizers. A committee 
has been named to select a successor to 
Mr. Williams, and he will be installed 
about Sept. 1. 


Mutual Benefit Changes 


Edgar Richardson, who has been ap- 
pointed general agent of the Mutual 
Benefit Life at Lexington, Ky., was ap- 
pointed general agent at Mexico, Mo., 
in 1919. His first association with the 
Mutual Benefit was at Lexington. Fred 
F. Pett succeeds Mr. Richardson at 
Mexico. He started with the Mutual 
Benefit in 1920 as an agent in that city. 
On Feb. 2, 1926, Mr. Pett wrote 82 
applications in one day, all of which 
were prepaid in cash or by check. Every 
one of these policies has renewed for 
the second year. 





NEW AGENCY MANAGER NAMED 


Pryce Haynes Succeeds H. H. Brown 
at Huntington, W. Va., Office of 
Bankers Life of Iowa 





Announcement is made by the Bank- 
ers Life of Iowa of the appointment of 
Pryce Haynes, Ashland, Ky., as agency 
manager of the company’s Huntington, 
W. Va., agency. 

For eight years Mr. Haynes has been 
a Bankers Life salesman of the J. H. 
Heil Louisville agency and during the 
late years of his association with that 
agency he has been in Ashland, Ky., 12 
miles from his new agency location. 

Mr. Haynes succeeds H. H. Brown, 
resigned, who has been the Bankers 
Life agency manager at Huntington, W. 
Va., for the last 11 years. Mr. Brown 
has completed 20 years as salesman and 
agency manager. His resignation was a 
result of his desire to retire from the 
strenuous activities which his position 
has required. He introduced the Bank- 
ers Life into West Virginia, and in the 
11 years of his work there he has devel- 
oped an excellent agency. 

His resignation does not mean that 
Mr. Brown will relinquish all Bankers 
Life duties. It is his intention to re- 
move to Columbus, O., and, once he has 
become settled there, he expects to con- 
tinue with the C. T. Bell agency. 


Arthur Willey 

Arthur Willey, 

the Kansas City Life 

has resigned to become 

ager for the United Benefit Life of 

Omaha, which has recently opened 
headquarters in California. 


Don A. Kirchner 
Don A. Kirchner is assuming charge 


formerly manager for 
at Oakland, Cal., 
Oakland man- 
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of the active management of the To- 
peka agency of the Pacific Mutual Life, 
which covers eastern Kansas. Mr. 
Kirchner was formerly vice-president 
of the George W. Brown State Bank, 
Augusta, Kan., and has had consider- 
able experience in the sale of life insur- 
ance on a part-time basis. 





Ricker & Brimley 


q 
Elmer A. Ricker, general agent at Salt 


Lake City of the Pacific Mutual Life, 
has formed a partnership with Wilford 
C. Brimley, one of the best known life 
underwriters in Utah, and the agency 
will hereafter be known as the Ricker & 
Brimley agency. The new agency loca- 
tion will be in the Kearns building. The 
agency covers Utah and part of Idaho. 





H. Faraday and J. C. Reilly 


The Great Republic Life announces 
the appointment of Harry Faraday and 
Joseph C. Reilly as general agents at 
San Diego. They conduct a large gen- 
eral insurance agency in San Diego and 
it is their intention to develop the life 
department thoroughly. 





S. M. Bemiss 


S. Merrill Bemiss, special representa- 
tive at Richmond for the Shenandoah 
Life since last December, has been pro- 
moted to district manager there with 
jurisdiction over 20 outlying counties. 
Before entering the life insurance ranks, 
Mr. Bemiss was associated with a cas- 
ualty company in Richmond. 


Frederick C. Kanzer 


Frederick C. Kanzer of Salt Lake 
City, has been appointed state manager 
for the Sentinel Life in Utah. F. 
Hildebrand, superintendent of agencies 
of the company, who is on a western 
trip, made the appointment. Mr. Kan- 
zer will represent the life and health and 
accident departments of the Sentinel. 





EASTERN STATES | 


BOOKSTAVER LUNCHEON HELD 











Announces Members of Agency Who 
Have Won Free Trip to Mem- 
phis Convention in October 





NEW YORK, June 30.—The agency 
luncheon meeting held here last week by 
Joseph D. Bookstaver of the Travelers 
was attended by almost 200 members of 
the agency and guests. In addition ta 
John McGinley, manager here of the 
casualty department ot the Travelers, 
and P. M. Fraser of the Connecticut 
Mutual, who was making his first pub- 
lic appearance since his recent election 
as president of the New York Life Un- 
derwriters Association, the guests of 
honor included Joseph Gladstone, 
agency leader in premiums on business 
paid-for during the first five months of 
the year; Jerome A. Schnur, leader in 
volume, and Nathan Glanzman, leader 
in number of applications. At the meet- 
ing Mr. Bookstaver announced that Jo- 
seph Gladstone, Abraham M. Gluck, 
Nathan Glanzman, Abraham Davis and 
Henry J. Muller have already qualified 
in the contest being waged up to the 
close of this month to determine what 
agents of the organization will be en- 
titled to go as guest-delegates to the 
life underwriters convention at Memphis 
in October. 

Mr. McGinley declared that no busi- 
ness in the world can be compared to 
the life insurance business, which he 
said is the greatest invention yet made 
by the human mind. Where would this 
country be, he asked, if it were not for 
life insurance enabling future genera- 
tions to carry on the work of civiliza- 
tion? He said he knew from his own 
experience that life insurance had 
changed much in 20 years. The secret 
of selling life insurance, he concluded, 
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He Won’t Display— 


Attention, Interest, Desire, and then say 
“No” when The Lincoln National Draft 


System is used. 


You will talk the language of your 
prospect. You will enable him to buy 
on the basis he has been educated to and 
understands. You will fit the insurance 
deposit right into his monthly budget. 


When you talk in terms that fit into 
his scheme of life, right then and there 
you quit hearing the ordinary, every-day 
objections and excuses that are offered 
for not buying. 


The Lincoln National Draft System 
makes the payment of premiums auto- 
matic. The insured cannot overlook 
paying the premiums. To discontinue 
he must take some action. 


The average size of the policies sold 


under this plan by Lincoln Life agents 
during the month of May was $10,200. 


Lincoln Life representatives give their 
results with the new Draft System as an- 
other reason why it pays to 


(Unk uP()wims THE (() LINCOLN) 


The 


Lincoln National Life 
Insurance Company 














‘“‘Its Name Indicates Its Character’’ 
Lincoln Life Bldg. Fort Wayne, Ind. 


More Than $480,000,000 in Force 
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is the same as the secret of selling other 
products or service: Know the business 
inside out and upside down, persevere until 
the goal is attained and work hard. 

M. Fraser also spoke, emphasizing the 
pride every agent should take in his pro- 
fession and his own good work, saying 
that the well-equipped modern life un- 
derwriter is performing a service to 
society second to none. 


Pennsylvania Department Expands 


Matthew H. Taggart, Pennsylvania 
commissioner, announced this week that 
on July 1 three additional examiners, 
two auditors and one investigator will 
be added to the force of the department. 
George H. Davidson, Philadelphia; Carl 
M. A. Ohlson, Johnstown, and Harold 
E. Simpson, Indiana, will be the new 
examiners. James Miller and R. L. 
Schmidt, both of Harrisburg, will be 
named auditors and the new investi- 
gator will be Titus M. Ruch of Easton. 





Group Plan for Wellesley College 


Wellesley College has made arrange- 
ments to insure its teaching staff under 
a teachers annuity and college pension 
plan in a group insurance contract with 
the John Hancock Mutual Life. The 
amount of insurance involved is around 
$250,000. 

Joint contributions are made by the 
members of the faculty and the college, 
to provide definite annuities beginning 
at retirement or in case of incapacity, 
coupled with substantial payments in 
event of death of members of the staff 
during service with the college. More 
than 80 percent of the eligible members 
have signified their acceptance of the 
plan. 





Columbus Mutual’s Michigan Meeting 


A sales conference was held at Lan- 
sing, Mich., last week, with the Lansing 
agency of the Columbus Mutual Life 
playing host to some 100 Michigan rep- 
resentatives of the company. President 
C. W. Brandon was in attendance and 
was honored by the agents through 
presentation to him of $160,500 in busi- 
ness written recently by Michigan sales- 
men. 

At the banquet Commissioner Charles 
D. Livingston was a speaker and Rev. 
Wesley F. Ledford, a Lansing minister, 
talked on “Life Values.” President 
Brandon addressed the afternoon session 
as did Vernon B. Travis, service man- 
ager. Elmer Newark, manager of the 
Lansing agency, presided as toastmaster 
at the banquet. 





Writes “App” a Day for Month _ 


Jack R. Warwick of the uptown New 
York agency of the Phoenix Mutual 
Life, recently wrote at least one ap- 
plication for insurance each day for a 
month, a carefully kept record, which 
shows 142 interviews in all, 23 of them 
on straight canvass, 68 with policyhold- 
ers, and 51 interviews secured through 
responses to advertising. 

The month preceding the one in 
which he was to strive for an applica- 
tion a day, he saw some of the pros- 
pects on his list, taking with him a cal- 
endar sheet he had drawn up for the 
month, a square for each day with 
space enough to put in a name or in- 
itials. No actual applications were made 
out or signed in advance. Prospects 
pledged themselves for a selected date 
by signing their names on the calendar. 


Group Contract on Chain Stores 


A group schedule has just been com- 
pleted by the Aetna Life for employes 
of Harvey & Carey, operating 24 drug 
stores in western New York and north- 
ern Pennsylvania. The insurance put 
into effect amounts to about $500,000. 

Under the plan adopted, each em- 
ploye is insured in amount from $2,000 
to $10,000 according to position. The 
premium paid by the employe amounts 
to 50 cents per $1,000, the balance being 
paid by the drug company. 
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UNION NATIONAL’S ELECTION 


Newly Organized Kansas City Company 
Gets Under Way Under Direction 
of Experienced Officers 


KANSAS CITY, MO., June 30.—The | 


Union National Life of this city, a $200,- 
000 corporation, of which Chester I. 
Dale is president, held its first stock- 
holders meeting at the home office in 
the Orear Leslie building last week. 
The following directors were elected: 
J. W. McMurry, president of the J. W. 
McMurry Construction Company, pres!- 
dent of the board; Dr. Stanley M. Hall, 
DeVere Dierks, secretary-treasurer of 
Dierks & Sons Lumber & Coal Co.; 


Frank C. Peck, chairman of the board | 


of the State Investment Company; 
Thomas R. Swope, capitalist; Howard 
R. Combs, president Shelby County 
State Bank, Clarence, Mo.; John O. 
Orear, president Orear Leslie Invest- 
ment Company; W. C. Schank, presi- 
dent Corbin Coal Company, Pittsburg, 
Kan.; Oak Hunter, attorney of Moberly, 
Mo.; Chris Maffry, president State Ex- 
change Bank, Macon, Mo.; W. C. Lucas, 
attorney, and Charles P. Hough, Jr., at- 
torney. In addition to Mr. Dale, the 
president of the company, the officers 
are Stanley M. Hall, M. D., first vice- 
president and medical director; How- 
ard R. Combs, second vice-president; 
W. Speed Stephens, secretary-treasurer, 
and C. Harold Dale, assistant secretary. 
The attorneys of the company are 
Frank W. McAllister and Charles P. 
Hough, Jr. 

The company will operate in Missouri 
only for the remainder of this year, and 
the officers expect to enter one or two 
additional states by Jan. 1. The Union 
National will operate on a strictly non- 
participating basis, and will write non- 
medical as well as other popular forms 
of policies. The company began writ- 
ing applications June 14, and the first 
four days secured applications in excess 
of $300,000. Mr. Dale was for many 
years agency director of the Interna- 


tional Life of St. Louis. W. Speed 
Stephens, secretary-treasurer of the 
company, was also with the Interna- 


tional for many years as treasurer of that 
company. The Union National Life will 
hold formal opening in the home of- 
fices Friday. 


Bell With Boyle & Boyle 


Harry FE. Bell, who was formerly con- 
nected with the underwriting department 
at the head office of the Continental As- 
surance in Chicago, has become agency 
supervisor for Boyle & Boyle, general 
agents of the Minnesota Mutual Life 
in that city. Mr. Boyle gained distinc- 
tion as being chairman of the insurance 
division of the Junior Association of 
Commerce of Chicago. 


Wisconsin Life Legislation 


The Wisconsin legislature has passed 
a bill regulating mutual and stock life 
companies issuing participating policies 
and requiring companies seeking admis- 
sion to keep each class of business dis- 
tinct and separate as to funds. Another 
bill passed pertains to life insurance 
company surplus’ and 


| policies. 


Probe Teachers’ Fund Soundness 


An actuary is to be employed to de- 
termine the soundness of the Milwau- 
kee teachers’ retirement fund, which at 
present has a reserve of about $2,000,- 
000. 
vice on this in insurance circles, agued 
at their meeting that an actuarial exam- 
ination is necessary to determine 
whether the fund is on a sound basis 
and will be sufficient to pay annuities in 
the future. It was pointed out that 
teachers may pay their contributions 
into the fund for years and then dis 


participating | 


School board members, seeking ad- | 


| cover there is not sufficient money to 

| pay their annuities when they are en- 

| titled to them, and that the school board 
should know what it will cost to main- 
tain the fund if the state law providing 
funds from a surtax is repealed, as 
seems probable in the future. 


New Company Opens Offices 


The La Salle Life, new Chicago com- 
pany organized by R. B. Newell, presi- 
dent of R. B. Newell & Co., Chicago 
investment bankers, has moved into 
commodious offices on the ninth floor 
of the Lake-Michigan building, at Lake 
street and Michigan avenue, Chicago. 

: The company’s actuaries are prepar- 
ing forms and writing will begin as soon 
as license is issued. 


Golly Now in Chicago 


C. R. Golly, manager of the Equitable 
Life of New York at Decatur, IIL, who 





as already announced has had 31 addi- 
tional counties added to his jurisdiction, 
has taken his new seat in Chicago from 
which point he will hereafter organize 
his enlarged territory. He is out for 
$1,000,000 in June. 


Liberalize Investment Laws 


Missouri life companies under the pro- 
visions of two statutes which became ef- 
fective June 28 are permitted much 
greater latitude in making investments 
and in the disposition of their real estate 
holdings acquired under foreclosure than 
heretofore. They are permitted to take 
in payment or part payment for such 
real estate the stocks or bonds of any 
company or corporation purchasing the 
property and they may also exchange 
any real estate acquired by foreclosure 
proceedings or in payment of debts in 
whole or in part for other real estate. 

Another bill greatly liberalizes the in- 
vestment range of life companies by 
permitting the purchase of bonds of any 
private, public or quasi-public corpora- 
tion, which bonds shall not have been in 
default in payment of interest within 
the five preceding years. 
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LAUNCH NATIONAL SECURITY 


New Wichita Falls Company Completes 
Organization, Doubling Capital and 
Surplus—H. C. Harris Agency Head 


WICHITA FALLS, TEX., June 30. 
—At a meeting of the stockholders here 
this week the National Security Life 
was formally organized, a board of di- 
rectors named, officers elected and plans 
laid to begin writing business. The 
company was given a charter by the 
Texas department last week, with capi- 
tal of $125,000 and surplus of like 
amount. At the first meeting of the 
stockholders the capital and surplus were 
raised to $250,000 each. Home offices 
will be maintained here and agencies 
will be planted over Texas as rapidly as 
possible. Bankers and business men of 





HENRY CAMP HARRIS 





| Wichita Falls and west Texas own the 
stock m the company. 
Henry Camp Harris, formerly with 
the Reliance Life as state agent and 
later agency director for the American 
Life Reinsurance of Dallas, is active 
vice-president and agency director. He 
is recognized as one of the best agency 
organizers and leading producers in the 
southwest. J. A. Kemp was elected 
chairman of the board and Charles I. 
Francis, president and attorney. N. A. 
Martin was named first vice-president 
land J. M. Bland second vice-presi- 
dent. L. O. Shudde was made secre- 
tary and actuary and Carter McGregor, 
treasurer. Dr. J. C. A. Guest was 
| elected medical director. The executive 


of Charles I. 
W. M. Mc- 


committee is 
Francis, N. 


composed 
Martin, 


| Gregor, J. C. Mytinger and J. S. Bird- 


well, 


Canada Life Plants in Florida 


The H. C. Hare Company, Jackson- 
ville, Fla., has been appointed Florida 
general agent of the Canada Life. The 
Hare office was established about 30 
years ago by Hobart C. Hare as a fire 
insurance office. Later it added cas- 
ualty and fidelity and surety business, 
and with the addition of the life con- 
nection it offers the Florida public all 
types of insurance. 

The Canada Life was licensed in 
Florida several years ago, but to the 
present has not been very active in seek- 
ing new business. The Canada Life 
home office announces that the new gen- 
eral agent wil! take over the work of 
collecting premiums and of giving poli- 
cvholders any service they require. 
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| DISMISS COCHRANE CHARGES 


| Colorado Civil Service Commission Sus- 





tains Insurance Commissioner in 
Ruling After Hearing 


DENVER, June 30.—Charges against 
Jackson Cochrane, Colorado insurance 
commissioner, were dismissed by the 
civil service commission here. 

Charles T. Fertig, president of the 
Colorado State Civil Service Employes’ 
Association and fire rater in the insur- 
ance department, brought charges two 
months ago against the commissioner. 
He alleged Mr. Cochrane was incompe- 
tent, arbitrary and arrogant in his du- 
ties as head of the insurance bureau. 

The civil service commission order, 
the shortest on record, read: 

“After a full and exhaustive hearing 
of the evidence submitted on the behalf 
of the relator, as well as that offered on 
the part of the respondent, and after a 
careful consideration of all evidence sub- 
mitted, the commission unanimously 
finds that the charges are not sustained. 
It is therefore ordered that the charges 
herein, and each of them, be and are 
hereby dismissed.” 


Illinois Bankers Officials on Tour 


W. H. Woods, president of the IIli- 
nois Bankers Life, and A. R. Colvin, 
superintendent of agents, are on a tour 
of agencies in the far west, covering 
This trip will complete the 


four weeks. 
tour of the company’s territory, which 
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CONFIDENCE 


in yourself and the company you represent 
is necessary to successful underwriting. 


The Equitable Life of Iowa, with its sixty- 
year record of service, inspires the confidence 
of the insuring public and makes the sale of 
its policy contracts more easy for its field 
force. 


Nothing which would make this Company 
an excellent company to represent has been 
left undone. Its practices of fairness to 
agents and policyholders are outstanding. 





Home Office: Des Moines 


Sixtieth Anniversary 


1867 





1927 








the Character that Explains our Reputation. 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


BOSTON, MASS. 


EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through an 
Agency Force of Selected and Trained Men, has Formed 
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WHAT’S AHEAD? 


That question is in the mind of every am- 








NYLIC INCENTIVES and AIDS TO SUCCESS 


--NYLIC CLUBS-- 


THIRTY YEARS AGO the New York Life 
founded its D. S. O., the $200,000 CLUB, as an 
incentive to Distinguished Service. It also 
provides every candidate with a definite, mini- 
mum, self-imposed task and yard-stick. 


Term insurance does not count. Semi-annual me | 





Quarterly business is credited $500 and $250, per 
$1,000, only as each premium instalment is paid. 


Every year since its foundation this Club has played 
an important part in the growth of hundreds of 
earnest agents. 


Its greatest service has been to inspire average agents to reach, 
and remain on, a plane of success. 


Last year 930 Nylic agents qualified for the $200,000 CLUB 
with a total paid production of over 312 Millions and 236 
of these agents paid for $400,000 or more. 


The CLUB has grown so large that the TOP CLUB, 
requiring a minimum of $400,000, has recently been 
established. 


To those capable of still bigger things the TOP 
CLUB offers another incentive of LEADERSHIP 
with special honor-rewards of the Presidency, 5 Vice- 
Presidencies-At-Large and 12 Departmental Vice- 
Presidencies for those who head the great list. 





Annual Educational Conferences for Club members 
furnish inspiration as well as practical sales-and-serv- 
ice-information. 


Club membership helps the agent’s mental attitude 
and his i i i 


Is it any wonder that, measured by 
usual standards, Nylic agents are 
industrious, persistent, satished 
and happy? 





New Home Office Building 

now being erected on the site 

of the famous ald Madison 
Square Garden 


_NEW YORK LIFE INSURANCE COMPANY 
| 346 BROADWAY, NEW YORK 


DARWIN P. KINGSLEY, President 
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«&f°ARTOONS Without a Doubt are the 
Most Effective Weapons to Arouse 

Agents to a Sense of Their Own Defects 

Without Offending Them” 

Write today for proof sheets of cartoon cuts 

suitable for use in your company or agency 

publications. 


bitious man. It’s in your mind. 
contract with Fidelity. 


plan. 
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710 Lumber Exchange 


MINNEAPOLIS 
MINNESOTA 


. More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 


If the answer does not satisfy, it will pay 
to learn the advantages of a life underwriting 


Fidelity originated the disability provision, the 
double benefit feature, and the “Income for _p 
It operates in forty states on a full level 
net premium basis with more than $70,000,000 in 
assets and over $343,000,000 insurance In force. 
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was begun in March and covers the 19 
states in which the Illinois Bankers Life 
is licensed. 

The first stop was scheduled for Salt 
Lake City, where an agents’ conference 
was to be held June 23. Similar meetings 
were to follow at Los Angeles, San 
Diego, Fresno, Oakland, Seattle and Po- 
catello, Ida. 





Pushes Restoration Work 


Howard H. Hirst, formerly district 
manager at San Jose of the California 
State Life and a leading personal pro- 
ducer of that company, is now con- 
nected with the Great Republic Life as 





special representative of the renewal de- 
partment, in which capacity he is devot- 
ing his personal efforts to the restora- 
tion of lapsed policies. Before going to 
California about a year ago, Mr. Hirst 
was for several years a member of the 
home office staff of the Monarch Life of 
Winnipeg. 





Takes Over Seattle Paper 


The “Northwest Insurance 
Portland, Ore., announces that it has 
taken over the “Pacific Insurance Re- 
view" of Seattle. The “Northwest News” 
was founded 17 years ago by Louis Sond- 
heim. 


News” of 
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OPENS ACCIDENT DEPARTMENT 
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Mountain States Life Enters New Field 


with M. F. O’Sullivan in Charge 
of that Work 





The Mountain States Life of Holly- 
wood, Cal., has entered the accident and 
health field. Michael F. O'Sullivan, for- 
merly of Nebraska, will be the manager 
of the new department. 

For some time, President W. L. Ver- 
non says, the officers of the company 
have had under consideration the open- 
ing of an accident department and after 
the company moved its home office to 
Hollywood, Cal. from Denver last 
March and a number of California busi- 
ness men became interested in the com- 
pany, it was decided to enter the acci- 
dent field. 

Mr. O'Sullivan has had more than 
13 years experience in the accident and 
health lines, mostly in the central west, 
both in the field and as an executive. 
About four years ago he and others or- 
ganized the Business Men’s Protective 
of Lincoln, Neb. Mr. O'Sullivan later 
sold his interests, going with the World 
Accident of Omaha in its reorganiza- 


tion. Before starting the Lincoln com- 
pany, Mr. O'Sullivan was with the 
Liberty Life of Topeka, Kans., the Lion 


Omaha and the Federal of 
superintendent of agents; 
general agent and agent. Mr. O'Sulli- 
van announces that about July 1 a 
“foundation” policy will be ready for 
sale in California covering accident and 


Bonding of 
Lincoln, as 


health. For Classes AA down to and 
including Class E the cost will be the 
same to all, but with graded benefits. 


This policy will be issued to a limited 
number in each locality. California will 
be thoroughly developed by the Moun- 
tain States in all its departments before 
making extended efforts elsewhere. 


NOVEL IDEA FOR PUSHING 
AUTO ACCIDENT POLICIES 


The Union Indemnity has a_ novel 
idea in its house organ, “The Live Oak,” 
for presenting to its agents an idea in 
the development of the $5 automobile 
accident policy. The article reads in 
part as follows: 

‘Those agents who have no use for 
$3,276 in 1933 need not read further, 
but if you have some use for that 
amount here is the way to obtain it. 
[wo applications each week on our spe- 
cial automobile accident policy will do 
it. Do not put the commission with 
your general account but keep it en- 
tirely separate and here is the way it 
grows: 1927, $156; 1928, $312; 1929, 
$468; 1950, $624; 1931, $780; 1932, $936; 
1933, $1,092; total, $4,368; less 25 per- 
cent for lapsed policies, or $1,092; actual 
commission received, $3,276. 

“In addition to the $3,276 you will 
also have the bank interest or the in- 
terest from any investments you have 
made with this special fund.” 





National L. & A. Appointment 
The National Life & Accident has ap- 
pointed J. W. Zook of Kansas City, Kan., 
superintendent there, 








HAS AMERICAN BANKERS CLUB 


New Organization Is Established by the 
Jacksonville Company at the Re- 
cent Agents’ Meeting 


\ national organization to be known 
as the American Bankers Club was 
formed last week during the industrial 
managers conference held by the Amer- 
ican Bankers at its executive office at 
Jacksonville, Ill. More than a hundred 
managers and agents attended the meet- 


ing. 

The new club was formed by the 
American Bankers field men, and al- 
ready twelve subordinate clubs have 
been granted charters of admission to 
the national body. Clubs have been 
formed in many of the larger cities of 
the central west, where the company 
has agencies. There are three degrees 
of membership: the first is the “Net 


Truth” degree, which is given to mem- 
bers who have one year of service with 
the company and a clean record, along 
with a high rating in production. The 
second, or “Bankers Shield” degree, will 
go to members with two years’ service, 
a clean record and a certain high stand- 
ard of production. The third, or “Amer- 
ican Eagles” degree, will be given to 
members with an American Bankers’ 
service record of five years and quali- 
fications as of the first two degrees. 

The officers of the organization 
President, Ira Greenlee, Detroit: 
presidents, N. H. Vaughan, Atlanta, 
Stuart Barlow, Elgin, Ill: A. G. 
Kinnon, Los Angeles, and L. L. 
Nashville, Tenn.; secretary, R. Y. Rowe, 
Jacksonville, Ill.; directors, B. Frank 
Taylor, Washington, D. C.; John F. 
Royet, Cincinnati, and M. C. Cummings, 
Akron. 

George Huskinson, insurance 
sioner of Illinois, was the speaker at 
the luncheon the opening day. He 
spoke on the progress of insurance in 
Illinois and some of his experiences in 
the thirty years of service with the state 
department. 

Among the leading men of the 
force who attended the conference 
J. B. Sackett of Los Angeles, head of 
the monthly premium department for 
California; John F. Boyet, supervisor of 
Ohio and Kentucky; C. E. Moon, super- 
visor of Indiana: W. L. MceFarland.,, 
manager of the St. Louis agency, whose 
men led the company’s industrial divi- 
sion in increase for the twenty weeks 
preceeding the conference, raising the 
st. Louis debit from $600 to $1,000. Be- 
cause of this record, the entire St. Louis 
agency force was brought to the conven- 
tion by the company. 


Death Held Not Accidental 


PITTSBURGH, .- ral Judge 
Schoonmaker holds that “where a man 
is voluntarily on the golf links playing 


are: 
vice- 
Ga.; 
Me- 
Hulme, 


commis- 


field 


were 








golf, strikes at a ball and hits it, a few 
moments later suffering death from 
heart trouble, that certainly does not 
come within the terms of an insurance 
policy insuring loss of life by injury 
effected by accidental means.” The de- 
cision was rendered in an action to re- 


cover from the Inter-State Business 
Men's Accident by Mrs, Eleanor L. Baker, 
beneficiary in an accident policy issued 





to Daniel F. died suddenly 
while playing golf, death occurring 10 
minutes after he had made a long drive. 

The opinion set forth that Baker, who 
had been enjoying his usual health, died 
a few minutes after he had made a 
“strong, awkward stroke,” and that a 
rhysician who made a partial autopsy 
reported that in his opinion the cause 
of death was acute dilation and coronary 
embolism, superinduced by extensive 
muscular effort. The opinion states that 


Baker, who 


there is no allegation of any untoward 
or umexpected incident in delivering the 
stroke, but if the insured had slipped or 
fallen or an accident occurred in that 
way which resulted in his death there 
might have been some cause of action 
upon the policy. 


Opens Houston Branch Office 


HOUSTON, TEX., June 28.—Houston 
has been selected for the first branch 
office of the Southern Life & Health of 
Birmingham, Ala., west of the Missis- 
sippi. *“W. R. Lathrop, secretary and 
treasurer, after a visit here was thor- 
oughly pleased over Houston and the 
business territory it offers his company. 

A force of 30 men was on hand at the 
opening of the office and will be in- 
creased to 60 in the next 60 days, W. E. 
Thomas, manager of the Houston branch, 
said. 


Honor Folk at Richmond 


RICHMOND, VA., June 28—H. B. Folk, 
secretary-treasurer of the Life & Cas- 
ualty of Tennessee, stopped off at Rich- 
mond one day last week en route back 
to the home office from a trip to New 
York He was tendered a surprise ban- 
quet by members of the Richmond 
agency force, which is in charge of Dis- 


trict Manager J. D. Peake. He made an 
address at the banquet in which he 
stressed the selling points of the thrift 


policy which his cofipany is now featur- 


Ing 


Accident Notes 


office of the 
able of Minneapolis has 
to 500 Baker Arcade building 

B. F. Wolfe 


Travelers Equit- 
just been moved 
in that city 
has become manager of 
the accident and health department of 
the Wallace-Phillips Insurance Agency 
of Montgomery, Ala. 

J. E has been 
adjuster for the accident and health de- 
partment of the Great Northern Life at 
the home office in Chicago to fill the va- 
eancy created by the resignation of D. 
D. Snedeker. 
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SHOWS SCOPE OF BUSINESS 


The home 


Farley appointed claim 
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Raymond V. Carpenter of Metropolitan 
Life Reviews Industrial Insurance 
Field in London Address 


Raymond V. Carpenter of the Metro- 
nolitan Life presented a paper at the 
International Congress of Actuaries 
held in London this week on “Indus- 
trial Insurance as It Is Practiced in the 


United States and Canada. He said 
there are probably more than 100 com- 
panies transacting industrial insurance 
in some form in the United States. A 


majority of these issue policies of pure 
life, ineluding endowment insurance, 
and some, especially in the southern 
states, also issue policies of combined 
life, health and accident insurance. 
Some companies only the com- 
bined policy. 


issue 


Size of Business Shown 


fr. Carpenter said that the number of 
industrial life insurance policies in force 
in the United States at the end of 1926 
was approximately 72,000,000 represent- 
ing insurance of $13,500,000,000. Over 
85 percent of this insurance is in force 
in the Metropolitan Life, the Prudential 


and the John Hancock. Some of the 
other companies, however, are by no 
means small, as three of them have 


passed the 1,000,000 mark in number of 
policies in force. Probably about 7 per- 
cent of the insurance in all companies is 
on colored lives. The amount of indus- 
trial life insurance issued, revived and 
increased in 1926 was about $4,000,000. 


accident 


The policies of combined life, health and 
insurance numbered 3,000,000 
or 4,000,000, carrying $200,000,000 to 
to $300,000,000 of life insurance and 
weekly sickness benefits of many mil- 
lions. A very much larger proportion 
of this business was on colored lives. 
Several of the companies are under col- 
lored ownership. The number of in- 
dustrial agents employed by all indus- 
trial companies is approximately 65,000, 
in addition to which there are probably 
not far from 10,000 managers, superin- 
tendents and assistant managers or 
sistant superintendents. 


as- 


Great Improvement Shown 


Mr. Carpenter declared that industrial 
life insurance has made great progress 
in the last 20 or 30 years in volume, in 
the service it renders and in public fa- 
vor. At the end of 1906 the industrial 
insurance in force in the United States 
and Canada was about 500,000,000 
whereas at the end of 1926 it was over 
$14,000,000,000, covering perhaps 45,- 
000,000 individuals. The criticisms of 
30 years ago relating to the business in 
general and more particularly to the in- 
surance of children have practically 
ceased. Now the companies are praised 
for their insurance service and _ their 
leadership in public health work. Ex- 
pense rates, lapse rates and mortality 
rates have shown most striking de- 
creases. The insurance granted for a 
given premium has very substantially 
increased, policy provisions have been 
liberalized and average earnings of in- 
dustrial agents have greatly advanced, 
thereby improving the personnel of the 
agency force. In one of the larger 
companies the average earnings of in- 
dustrial agents have quadrupled in the 
last 20 years. 


s2 


News of the Prudential 
Several changes in the assistancy staff 
of the Prudential in Pittsburgh were re- 
cently effected. Assistant Superintend- 


ent Patrick J. O'Connor was transferred 
to the Carnegie detached office of Pitts- 
burgh No. 5, and Agent Francis P. Mec- 
Keon was appointed as his successor, 
while in the P'*ttsburgh No. 1 district 
Agent Herold J. Rowan was advanced 
to an assistancy 

A new detached assistancy has been 
formed at Gowanda, N, Y., and Assist- 


ant Superintendent C. E. Austin has been 
placed in charge of the office which will 
be operated from the Olean district. 
The following agents have been pro- 
moted to assistant superintendents: H. 
M. Davis, Rochester No. 2; A. S. Emmick, 


Rochester No. 1, and L. Meltzer, Roches- 
ter No. 4. 


John Hancock’s New Agency 


The John Hancock Mutual announces 
that it is opening July 1 a new indus- 
trial agency at Patchogue, N. Y., com- 
prising the territory on the eastern end 
of Long Island and formerly a part of 
the Hempstead, N. Y., agency. Herman 


Sulzer of Pittsburgh No. 3, has been ap- 
pointed superintendent of the new 
agency Assistant Superintendent Ed- 
ward B. Feinberg of Hoboken, N. J., 
succeeds Mr. Sulzer at Pittsburgh No. 3. 





Will Soon Move to Columbus 


Roy Davis of Lincoln, Neb., will soon 
move to Columbus, O., to start his work 
as supervisor for the Midland Mutual 
Life. He has been supervisor of agen- 
cies of the Security Mutual Life of Lin- 
coln. He is a graduate of the Nebraska 
School of Agriculture and has written 
a number of text books. For the last 
year he has been district manager of 
the Mutual Life of New York at Lin- 
coln. 


Mutual Life $250,000 Club Meeting 


An attendance of 461 star salesmen 
featured the annual meeting of the $250,- 
000 club of the Mutual Life of New 
York, held in Seattle. George K. Sar- 
gent, second vice president and manager 
of agencies, presided at the convention. 

Besides Mr. Sargent, the following of- 
ficials were present from the home offic e 
in New York: Walter F. Shaw, assist- 
ant superintendent of agencies; Dr. Eu- 
gene F. Russell, associate medical di- 
rector, and Wendell M. Strong, 
ciate actuary of the company. 
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NEWS OF LOCAL ASSOCIATIONS 











DISCUSS TRUST AGREEMENTS 





Use in Business Insurance Cases Ex- 
plained at Meeting of Nashville 
Life Underwriters 





NASHVILLE, TENN., June 29.—A 
discussion of “Business Insurance 
Agreements with the Trust Company 
Acting as Trustee” by Currell Vance, 
trust officer of the American Trust Com- 
pany and W. M. Carr of the Connecti- 
cut Mutual, featured the June meeting 
of the Nashville association. The dis- 
cussion was chiefly on the trusteeing of 
life insurance by partners in business 
whereby the surviving partner purchases 
the interest of the deceased and carries 
on the business as before. 

As an example of this agreement, Mr. 
Vance said that if for instance a busi- 
ness was worth $100,000, each partner 
would take out $50,000 in life insurance 
on the life of the other partner and on 
the death of either partner the surviving 
partner would buy out the business and 
carry on. Mr. Vance explained the 
agreement from the standpoint of the 
trustee and Mr. Carr took the stand of 
the surviving partner. Following this, 
there was an open discussion on the 
problems that would face the surviving 
partner had he not the advantage of this 
insurance protection. 

W. Rogan Morrison of the Equitable 
of New York gave a report of the state 
convention in Knoxville at which he 
was elected state secretary. 

Dan H. Hillman of the Union Central 
was elected as national committeeman 
for three years. President Robert C. 
Webster announced there would be no 
meeting in July and August. 


* * * 


New Hampshire—The annual! sales 
congress of the New Hampshire associa- 
tion was combined with a summer out- 
ing at Hampton Beach with more than 
130 in attendance. President A. A. 
Phelps acted as toastmaster and pre- 
sided over the sessions, being reelected 
for another year as president of the 
state association. M, J. Desraels was 
elected vice-president and H. H. Adams 





of Nashua, N. H., secretary-treasurer. 

Commissioner John BD. Sullivan of New 
Hampshire, Glover S. Hastings, agency 
superintendent of the New England Mu- 
tual Life, and the Rev. Frederick Olsen 
of Boston were the principal speakers. 

There were representatives present 
from Dover, Concord, Nashua and Man- 
chester, where there are local associa- 
tions, and from Exeter, Rochester, 
Somersworth, Portsmouth and other 
cities and towns. 

: 2s © 

Columbus, O.—Harry A. Chipman 
the Equitable Life of New York 
chosen president of the Columbus asso- 
ciation at the annual meeting Friday 


of 


was | 


| trustees 


H. P. Gravengaard, Aetna Life, was | 
elected vice-president; Ely D. Miller, 
Provident Mutual Life, reelected secre- 
tary; J. Boyd Davis, Penn Mutual Life, | 


was reelected treasurer. 
executive committee are John G. Belknap, 
H. P. Getz, Harry Moore and A. D. Hall 


Members of the | 


Herman P. Jeffers was chosen national | 


committeeman, and Fritz A. Lichtenberg, 


M. D. Donham and Charles R, Garvin, 
Ohio association delegates. 
: 6 


Grand Rapids, Mich.—The Grand 


| troduced E. F. 


Rapids association elected new officers 
at the annual meeting. H. W. Spence, 
western Michigan manager for the Mu- 
tual Life of New York, was chosen 
president; A. H. Kollenberg, first vice- 
president; Daniel H. Treleaven, second | 
vice-president; Michael Leonard, secre- 


Carroll H. 
national 


tary-treasurer (reelected); 

Perkins (retiring president), 

committeeman for three years. 
+ * * 

Buffalo, N. ¥.—The Buffalo life under- 
writers held their outing last week. It 
was voted to make it an annual occasion, 
and James Y. Cameron, Jr., Union Cen- 
tral Life, was named chairman of the 
athletic committee, a new innovation in 
the association's activities 

The Calvin 8S. Elliott agency 
Travelers won the silver trophy for the 
agency scoring the highest total at the 
track and field meet The Connecticut 
General stood second, with the Massa- 
chusetts Mutual and the Connecticut 
Mutual tied for third. 

Newly elected officers were 
following the dinner. Up to 
Charles E. Pierce retiring president, 
presided He introduced the new presi- 
dent, Harrison L. Amber, who then took 
charge. 

Committee chairmen were announced as 
follows: Reception, Edward A. Dunlap; 


of the 


installed 
this time, 


| meeting 


publicity, Martin P. Fleming; finance, 
Ernest G. Hatch; program, F. A. G. Mer- 
rill; committee on ethics, Charles F. 
Pierce; arrangements, Walter J. Shep- 
herd, membership, Fred Tornow; legisla- 
tive, Sidney Wertimer; member national 
executive committee, Harvey Weeks. 
* « * 

Cincinnati—aAt the annual election of 
the Cincinnati association held last week, 
the board of trustees chose as president, 
Max Salzer of the New York Life; 
retary-treasurer, Frank P, Goodwin, Na- 
tional Life of Vermont; vice-president, 
Charles J. Iredell, general agent Penn 
Mutual. John M. Mulford, retiring presi- 


sec- 


dent, was elected national executive 
committeeman at the recent banquet. W. 
A. R. Bruehl, Jr., was chosen as Ohio 


state delegate for a three-year term. F. 
E. Crawford, E. P. Goodwin and C, J 
Iredell were elected to the board 
Leo A. Greene continues 
executive secretary of the association 

Dr Mellyar H, Lichliter of the Con- 
gregational Church at Columbus, O., 
gave a most inspirational talk at the 
evening banquet on “The Good Work- 
man.” Dr. Lichliter laid great stress on 
the thought that “one’s greatest com- 
petitor is one's self.” 
idea that an 
pared with the leading 
agency but with the best 
himself might do. 

* * * 

Cedar Rapids, Ia—The Cedar Rapids 
association held its regular June meet- 
ing last week, Oscar A. Anderson, presi- 
dent of the association, presided and in- 
Dewbree, local manager 
of the Metropolitan Life, who is leaving 


not be com- 
men of the 
work that he 


agent should 


soon to take charge of the Nashville, 

Tenn., office. L. 8S. Moorehead, local 

manager of the Equitable Life of New 

York, had charge of the program fea- 
tured by several talks. 
= 

Altoona, Pa.—At the annual meeting 

of the Altoona association, Harry D. 


Wright of New York City, superintend- 
ent of agencies of the Metropolitan Life, 
was the principal speaker. The follow- 
ing officers were chosen: President, W. 
R. Zern, Mutual Benefit Life; vice- 
president, M. J. Maloney, Metropolitan 
Life; secretary-treasurer, Harry Scholl, 
Equitable Life New York (reelected). 

Paul V. Tillard of the Fidelity Mutual 
presented an interesting report of the 
state convention in Harrisburg. 

* 


annual 
Central 


Central Massachusetts—The 
and outing of the 
Massachusetts association was held at 
Sterling, Mass. The following officers 
were elected: President, Frank E 
Dodge; vice-president, Christopher 
Scaife; secretary, Otis D. Arnold; treas- 





| ing on “The Approach,” 


urer, James F. Ferre; national commit- 
teeman, George W. Baler; executive com- 
mittee, Christopher Scaife, chairman; 
Otis D. Arnold, Percy E. Tolman, Frank 
BE. Dodge, James F. Ferre, John M. Lucy, 
Leon M. Winchester, Chester E. Greene, 
Creighton P. Morton, Herbert R. Carlton 
and Edwin L. Tucker. 
* * * 

Los Angeles—tThe all-day sales con- 
gress of the Life Underwriters Associa- 
tion of Los Angeles and the Life Mana- 
gers’ Club was attended by approxi- 
mately 800 southern California life insur- 
ance men and women. Underwriters 
from as far south as San Diego, and 
as far north as Santa Barbara were 
present, 

Dr. 8S. 8S. Huebner of the University of 
Pennsylvania spoke on “The Life Side of 
Life Insurance.” Sam McCurdy, agency 
director of the New York Life, speak- 
described briefly 
a number of methods of handling the ap- 


proach which he had found helpful. 
Chas. K. Brust and C. H. Von Breton, 
| general agents of the Guardian Life, 
staged a demonstration interview 


At the afternoon session Ed. D. White, 


| group sales supervisor of the Equitable 


He developed the | 


| was, to 





Life of New York, talked on “The Heart 
Appeal in Closing,” which he remarked 
his way of thinking, “the dif- 
between the $100,000 producer 
individual who writes over 
year.” 

W. Ayars, California super- 
visor of the Phoenix Mutual and vice- 
president of the National association, 
read a number of telegrams from asso- 
cilations in the Pacific Northwest tell- 
ing of increased membership resulting 
from similar meetings held recently in 
connection with Dr. Huebner'’s visit to 
the coast. Nearly 100 applications for 
membership were turned in. 

Next was Dr. Huebner’s address on 
“The Life Value and Its Scientific Treat- 
ment Through Life Insurance.” The 
meeting concluded with an address on 
“Crime, Its Cause and Its Prevention,” 
by Buron R. Fitts, lieutenant governor 
of California. 


ference 

and the 

$500,000 a 
George 


» & * 

Johnstown, Pa.—At the annual election 
of the Johnstown association W. H., 
Boden was elected president succeeding 
Winfield 8S. Lambert. Others elected 
were: Vice-president, Eugene R 
Thompson; secretary-treasurer, F. H. 
Conrad (reelected). 

The above officers along with the past 
president, W. Russell Irvin, Clem J. 
Heilman, Harry G Cramer, Charles 
Davidson, Charles M. Boston and W. 8. 
Lambert and five other members to be 
elected at the next meeting compose the 
executive committee 

It was decided that the newly elected 











VICTORY LIFE INSURANCE COMPANY 


Profitable arrangements for Brokers and other company agents who 
wish to place their business on colored risks 


Agencies already operating in Illinois, Missouri, Texas, Kentucky, Ohio, West Virginia, 
District of Columbia, New York, Maryland, Indiana, Virginia and New Jersey 


Write the Company — 3621 South State Street, Chicago 
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We have six new territories 
for six good men under real 
general agent’s contracts. 


Address 


66 BROADWAY 





INSURANCE CO. 





NEW YORK 
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Dhdeey-two Years of Personal Service 


HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 
and Enabled Us to Build an Organization of Which 
Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 
EACH YEAR. 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY OF CHICAGO 


T. F. BARRY, FOUNDER 


WILLIAM J. ALEXANDER 
Secretary 





POSE BARRY DIETZ 
President 

















HOME LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 


A Home Life Contract brings prosperity and progress 
ot 2 ss © 


Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 
INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 


, f 
OLUMBIA LIFE 


INSURANCE COMPANY 
Cincinnati, Ohio 




















You are a producer 

You want a REAL job 

You believe in yourself 

A friendly interest is needed 
Close co-operation is necessary 


Territory does make a difference 



































TWENTY YEARS 


and the 


CONFIDENCE of 
POLICYHOLDERS 


assure 


OUR AGENTS 
THEIR OWN FUTURE 
isSECURE 

Write for 
“FOURTEEN POINTS” 


A. M. Hopkins, Mgr. of Agencies 
PHILADELPHIA LIFE 


INSURANCE COMPANY ally supervised by President. Ad- 
111 North Broad Street dress Lock Box 320, Lincoln, 


PHILADELPHIA, PA. Ne 


YOUR OPPORTUNITY 


A rapidly growing company, on a 
rock bottom foundation, is offering 
for a short period, an | ne op- 
portunity to men of organizing 
and selling ability. Our State Agent 
contract and General Agency con- 
tracts give you the opportunity you 
have been looking for. This com- 
in Missouri, 


pany has 
Iowa, Illinois and Minnesota. As- 


surance of integrity and recommen- 
dations required. Give full history 
of past and present avocations in 


first letter. If possible, forward 
recent photograph. All correspond- 
ence will be held in strict confi- 
dence. All contracts will be person- 














officers should assume office at once in- 
stead of waiting until fall as has been 
the practice heretofore. 

se @ 


North Texas—At its weekly luncheon 
Friday in Dallas, the North Texas asso- 
ciation named as delegates to the Na- 
tional convention at Memphis its 
officers: Henry T. Hinsch, president; 
David O. Johnson, vice-president, and | 
Miss Catherine Wharton, secretary. Ten 
additional delegates will be elected at a 
later meeting. Don L. Sterling gave a | 


|} at which Henry 


report of the meeting of the national ex- 
excutive committee in Chicago, with 
especial reference to the College of Life 
Underwriters. 
® = 2s 

Watertown, N, ¥.—C. C. Calvert is the 
new president of the Watertown associa- 
tion. He was elected at the annual out- 
ing and banquet in Gouverneur, N. 
J. Kimball, secretary 
of the Northern New York Trust Com- 
pany, Watertown, was principal speaker. 
Mr. Kimball was made an honorary 
member of the association. 








NEWS ABOUT LIFE POLICIES 








ae, Literature, Rate Books, etc. 


PRICE, $4.00 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
and ‘Little Gem,”” Published Annually in May and April respectively. 


ting the “Unique Manual- 

















PRINCIPAL CHANGES GIVEN 





Equitable Life of Iowa Has Started to 
Issue a New Series of Policy 
Forms 








The Equitable Life of Iowa begins 
July 1 to issue a new series of policy 
forms. The principal changes are as 
follows: 

Disability Benefit—The benefit will 
commence from the date of disability 
instead of as at present from the date of 
approval of proofs, but in no case will 
benefit be payable for a period more 
than six months prior to the date of 
approval of proofs. For example, an 
insured become totally and permanently 
disabled on Feb. 15 but proofs are not 
submitted and approved until Sept. 15 
of the same year. In that case the in- 
sured will receive benefits from Mar. 15, 
which is six months prior to approval of 
proofs. If total and permanent disabil- | 
ity had occurred on May 15, then the 
benefits would begin from that date. In 
all other respects the disability clause 
remains the same at present. The rates 
for the new disability benefit are some 
what higher than the present rates. The 
disability benefit will continue to be 
issued to unmarried self-supporting 
women, ceasing upon marriage of the 
insured, with an extra premium of $1.00 
for full disability or 20 cents for waiver | 


of premium only for each $1,000 of in- 
surance. The disability benefits will be 
issued at an increased rate to applicants 
following certain occupations where for- 
merly the benefits were refused. 


General Provisions 


General Provisions—In the considera- 
tion clause on the first page of the pol- 
icy reference is made to the policy be- 
coming fully paid up by application of 


dividends. 
In the paragraph “Risks Not As- 
sumed” the liability of the company in 


case of death as the result of participa 
tion in aerial ascension or submarine 
operation is limited in case of death dur- 
ing the first year to the amount of pre- 
miums paid in cash. The contestable 
clause has been revised to read * The 
policy shall be incontestable after it has 
been in force during the life time of the 
insured for a period of one year, etc.” 


New Policy Issued 


Retirement Income Policy—This is a 
new policy based upon the birthday en 
dowment-policies. 

Dividend Pamphlet—There have been 
included in the dividend pamphlet ta- 
bles showing the cash value, accumu- 
lated dividends and the amount of 
monthly income purchased at ages 60 
and 65 on the ordinary life, 3) payment 
life and 20 payment life plans, assuming 

(CONTINUED ON PAGE 24) 








pany, eighty years ago. 
cades the PENN MUTUAL 


things a pioneer, and in others 
adopter. 


ing that is sound, visioned, 


Policy No. 1, May 25, 1847 


Issued to John W. Hornor, the Founder of the Com- 
And throughout these eight de- 


rank in size, and in all that is best in life insurance, in some 


A notable addition to the executive staff of our Agency 
Department signalizes this eightieth anniversary year, and 
is a happy augury for continued progress in life underwrit- 
service of our Agents and of the public. 


We have room for men and women who are workers, 
are ambitious, and have high ideals. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Founded 1847 | 


has kept close to the front 


a close observer and an early 


and profitable in improved 











Incorporated 1871 


JOHN G. WALKER 
Chairman of the Board 





The Life henence Conpeny of Virginie 


Admitted Assets, Over Fifty-One Million Dollars 
Insurance in Force, Over Three Hundred Million Dollars 
Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Total Payments to Policyholders Since Organization, Over Forty-Three Million Dollars 


Richmond, Virginia 


BRADFORD H. WALKER 


President 
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Miss Alberta Allen, Formerly Post 
Office Clerk, Is Now Million Dollar 


Producer for Massachusetts Mutual 


personal productions were avail- 

able, it was discovered that Miss 
Alberta Allen of the Massachusetts Mu- 
tual Life in St. Louis had entered the 
select $1,000,000 producing class. She 
shares that honor with four men agents 
among the thousands representing life 
insurance companies in St. Louis. In 
1926 Miss Allen's paid-for production 
was $1,464,000. She delivered every pol- 
icy she applied for. There were no re- 
turned policies nor rejections among the 
many applications she turned in to the 
company. 


A T the close of 1926 when reports of 


Entering life insurance in 1916, Miss 
Allen has shown consistent gains in 
personal production year by year, but 





1926 was the first year she broke into 
the $1,000,000 class. She is president of 
the agents’ association of the St. Louis 
office of the Massachusetts Mutual and 
also was on the speakers’ program of 
the last national convention of the Mas- 
sachusetts Mutual agency organization. 
Miss Allen has the ideal insurance tem- 
perament. She feels that she is in a 
noble profession, a missionary for the 
welfare of humanity and that when she 
sells a life insurance policy a deep and 
lasting benefit has been given the pur- 
chaser and the beneficiary of the docu- 
ment. 

Commenting on her work, Miss Allen 
said recently: “I sell almost entirely to 
women, and when I sell a woman a pol 








| believe l 


and protect her for her old age, I 
am rendering her 
service. That's why, when someone re 
fuses to talk to me, I am not discour 
aged as many insurance solicitors may 
be. I feel sorry for those who refuse 
to see me, for I believe that they are de 
priving themselves of a good thing.” 
rhat’s Miss Allen’s conception of her 
work and she adheres strictly to that 
principle. She is a very hard and steady 
worker and not easily discouraged. She 
is also a deep student of life insurance 


1c\ 


and always endeavors to make the pol- 
icy fit the individual needs of the appli- 
cant. 
Had Comfortable Place 

in Postoffice Department 

A native of Louisiana, Mo., Miss 


Louis with her family 
She was educated in 
the grade schools and finished with two 
years in high school. Her business po- 
sition was as a clerk in the post office 
department where her hours were regu 


Allen went to St. 
while a little girl. 


a valuable 





lar and the pay steady though not much 
She advanced from time to time from 
one clerical position to another and after 
17 years of service in the postoffice, in 
1916 she was receiving as much pay as 
other office workers and there was not 


much incentive for her to make a 
change, but she was not entirely satis- 
fied. Inwardly she was ambitious and 
wanted to get away from the deadly 
routine of postoffice work, to branch 
out into a larger field of activity. But 
she didn’t know exactly what she 


wanted to do. Like so many other men 
and women she hated the idea of leaving 
a position where there was a fixed and 
steady income for something indefinite. 


Life Insurance Fitted 
Her Ideals Best 


One day an acquaintance asked her 
why she didn't get into some selling 
business. The selling idea struck a re 
sponsive chord and Miss Allen gave 


considerable thought to it. She decided 
(CONTINUED ON NEXT PAGE) 








— 





organized 








Security~— 


@ When the Mutual Benefit was 
in 1845 there were 
only a few Life Insurance Com- 
panies in the United States. 
Through the Wars, 
Epidemics of all these years, it 
has alwavs stood safe and secure 
as a foremost disciple of Pure 
Life Insurance. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 
Organized 1845 


Panics and 
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BUSINESS WOMEN! 


are yearly increasing in number and are becoming a more 


portant factor in the business world. 


They constitute a big and largely undeveloped field for the 
salesman—a field offering real possibili- 


AND HEALTH INSURANCE 


ties for profitable development by 


incomes. 


and more im- 


ACCIDENT 


seekers of increased commission 


For information regarding policies designed especially to meet the re- 


quirements of employed women for disability insurance, 


DEPARTMENT— 


AGENCY 


write 


NATIONAL CASUALTY COMPANY 


DETROIT, MICHIGAN 


W. G. CURTIS, President 














in life insurance field work. 


success and satisfaction in so doing. 





34 NASSAU STREET 





You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 


During 84 years the first American legal reserve mutual life insurance 
company has been served and built to greatness by men who found both 


This company writes all standard forms of insurance and annuities on 
both men and women. Age limits 10 to 70. 


Those who contemplate life insur- 
ance field work are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


NEW YORK, N. Y. 





A Wider Field— 





We heve openin a ft, ore 
Mian. Mona. “5D 


us Agents Have 


An Increased Opportunity 


a or Tll., le., Kans., Md., Mich. 
W. Va. end Wyo. 








Age Limits from 0 to 60. 


plan. 
Same Rates for Males and Females. 
and Females alike. 





Because we have 


Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Family's 
insurance on the Ordinary, i. e. Annual, Semi-annual or quarterly premium 
Participating and Non-Participating Policies. 

Double Indemnity and Total and Permanent Disability features for Males 
Standard and Substandard Risk Contracts, i. ¢. less work for nothing. 
THE OLD COLONY LIFE INSURANCE 

COMPANY of CHICAGO 


B. R. NUESKE, President 











July 1, 1927 






















































































































































































24 LIFE INSURANCE EDITION 
ing middle age and has nothing but her with a maximum of $5,000. _The limits 
little savings to look forward to for her pang nag Te Eng A ry for one 
= — Rigen K part of = Soon The company has brought ‘out a new 
as been with such women. en i se term policy issued in one principal sum 
them annuities and provide an income | of $2,500, the premiums payable only on 
for them for their old age, I feel that I | a quarterly basis. It is convertible to 
am giving them service. other forms within elght years without 
: medical examination. In case of death 
Chief Problem Is within the first four months, one half of 
CALIFORNIA NEW YORK to Secure Interest the face value is paid. Disability bene- 
— - P fits will not be written in connection 
“Insurance is hard to sell because it | with this policy. Double indemnity : 
; ; - - y. y may 
BRARRETT N. COATES aa? & Sane & See is an intangible thing. An object that | be included for an additional $1.25 added 
one can see sells itself on its own mer- | to the quarterly premium. 
3 Sa: pr its, but insurance is intangible. It is the ———_ 
ARI object that one can’t see, of the value of | MANY CHANGES ANNOUNCED 
964 Pine Street - - Sen Francisco 36 W. 4éth St. New York City which the buyer must be convinced not 
¥ mead through his eyes but through his judg- Sian Life Gets Out NN 
ment, that is hardest to sell. I know utual e s Uu ew 
that I have a wn ones to - and it Rate Book—Dividends Are In- 
ILLINOIS is only because I believe that I am ren- creased—New Policies 
‘oodward, Fondiller and Ryan dering a service in selling it that I love 
Actuaries to do it. And if I can get my prospect = , tds Sel 
ONALD F. CAMPBELL ahh Gin i. Gn Gunton at fe interested in the first two or three min- rhe Minnesota Mutual Life is issuing 
surance and for Pension Funds — Examina- : . : a new rate book which y 
CONSULTING tions and Appraisals—Statistical Service and utes of my interview, if I can only get : e book which gives reduced 
seeped gp a — fF him to listen to what I have to offer, | Premiums. An increased dividend sched- 
anag ul tract Sy: a 4 ° ° = = : 
= ft. + Salle Se. Reorganizations — Insurance Accounting and I am sure that I can sell him. ule has been adopted starting Sept. 1. 
oun 9 auditing mae Rend Rea) Servi The scale represents a substantial in- 
GO, ILI Street ew enders R rvice crease in the amount of dividend dis- 
in Providing for Old Age bursement. The average net cost for 
“I am preaching the gospel of thrift the first 20 years is less than a similar 
OMA to women when I sell them annuities for | #VT@se under the old scale by from $1 
J. McCOMB their old age. I understand what the a — A “preferred risk 
A. GLOVER & CO : COUNSELOR AT LAW insurance I am selling them will mean | Whole lite policy” is included as a 
e . CONSULTING ACTUARY to them, and I believe in it thoroughly. | CO™Petitive proposition. Life policies 
Consulting Actuartes ge OR - And in addition to that I am willing to ee mature at age 85. There are sev- 
™ South La Salle Street, Chicago and Examinations Made. Policies work hard to put my idea across and I| Stal new forms of annuity contracts. 
and all Life Insurance Forms Pre- have not only the bare satisfaction of € company discontinues the handling 
Life inngunse Accountante red. The Law of Insurance & making a commission, but the knowl- of a policies on the rated up- 
Colcord Bldg. OKLAHOMA CITY edge that I have sold them something = ome pene oe — = 
that is good for them.” pass : €s Of rates. 
Miss Allen has always been active in Dividends on substandard forms will be 
women’s organizations and while in the the 7 yet yearly as for policies 
H. NITCHIE eseure paen Sunvenene Paem postoffice department she was an active | SUC@ for ee = at the same 
J - . anaes Sq agence worker in the Woman’s Equal Suffrage | 28¢ and at the same plan of insurance. 
° ACTUARY that if she did take up selling, it would | | “ " -,,.| Lhe total and permanent disability for 
. .eague and an officer of the organiza ‘ _ nae bh 
1523 Asan. Bidg. 19S. La Salle St. have to be something that was the best | ;; e toage = tes : +. | a continuance of the disability income 
Telephone State 092 CHICAGO d thi . r ; 1 tion. She has also taken an interest in men d of th ‘ 
an something _that she personally party politics and is a member of the | €yon¢ the end of the endowment pe- 
ee ae Finally wy ay we =~ Woman’s Democratic Club. She is a| 4. 
io at life insurance bes ed her ¢ ee —_—— 
> _ ; tee & charter member of the Town Club and a 
— Inquiring into the poamennee one of its former presidents. She is a Company Is Liquidated 
INDIANA on » Frage good ae and has a host of ger a The Illinois department has taken 
: : a “*** | among the business women of the city. | formal action in cancelling the license 
AIGHT, DAVIS & HAIGHT, Inc. oll Tema a Prise P eB in St Tenis = of the old Chicago Life which went out 
Consulting Actuaries ; , ve: oo a of business many years ago. It was 
FRANK J. HAIGHT, President pg BE eg rng ge EA pepe By NEWS OF LIFE POLICIES || | originally the Mutual Life of Chicago 
‘ ‘ " a sf —————————————————————— ee having been organized by George W. 
INDIANAPOLIS surance she would take a position under New Policies, Premium Rates, Dividends, Surrender ||| Riggs, who was an agency director of 
Moi Mr. Flynn. But she still hesitated about Values and all Changes in Policy Literature, Rate the New York Life in Chicago. Its 
Omaha, Denver, Des Moines giving up that steady income for some- Books, etc. ting the “Unique on name was changed in 1905 to the Chi- 
thing uncertain. From March until Au- Digest." published snnuslly in May ot $4.00 « oo. . oe — “8 3 _e 
ee ail lke - ii Little Gem” published annually in April at $2.00. |} | cago Life. It reinsured_all its business 
ee sed pa cel unenllt — in the Federal Life of Chicago in 1906. 
s y . . : 
aici “y —_— The final liquidation of the company 
studying the business. yee ona gre: year a ; has been delayed. 
Production Mounted that all dividends are le t at interest. a 
ARRY C. MARVIN Y Participating rates are: Verdi id 
ear by Year pating ‘ : erdict Set Aside 
” — Finally she made the decision, and on “ae ral ” re _RICHMOND, VA., June 29.—The 
2186 North Meridian St. Sept. 1, 1916, she started to work as an . Flat. Dis. | city circuit court has set aside a verdict 
9 ; J , 
INDIANAPOLIS, INDIANA agent for the Massachusetts Mutual, ry +: ree | for $10,000 against the Northwestern 
having resigned her postoffice position. 0-01 48.41 | Mutual obtained recently by Roy C. 
Miss Allen’s start was not spectacular, 7-39 20.58 Flannagan, administrator of the estate 
but she early indicated that she would oer oe es | Of W- L. Jones, who died mysteriously 
develop into a first class agent. Her 7:35 49.00 | from gunshot wounds in November, 
1OWA first year’s production was $150,000, 4 pig > 1925. The company contested payment 
which wasn’t so bad in those days when 767 49.44 | C32 $10,000 life policy that was less 
L. MARSHALL large policies were not common as to- | 2! 7:78 49.59 | than one year old. The court directed 
E | day. Year by year she improved in sell- | : 1.26 <3.75 that judgment be entered for the com- 
* CONSULTING ACTUARY | ing ability until in 1926 she reached the | 5' 819 50-10 eon 4 ba ay will be appealed, ac- 
top of the ladder among the agents for | 29..... 3.74 48.34 50.30 | cording to Mr. Flannagan, 
Hubbell Building the company in St. Louis. She also won | 39----- 34. cote 20.32 
the title of second vice-president of the | 3 35.68 48.91 51.03 
DES MOINES, IOWA national association of the Massachu- | 3: 36.: 49.13 51.29 
setts Mutual. She ranked sixth on the | 34----- 28.02 3 37.11 49.36 51.61 W B 
list of the company’s producers through- =" meee 29°72 35.99 38. oe et seks ant to uy 
out the country and was the leading | 37..... 30.72 3 9.5: 50.23 52.75 
MISSOURI woman producer for the company. Spe oode snes ata? Be8e 53-33 Controlling Interest 
Can Sell to Women aie 31.05 33.90 39.57 42.35 51.38 54.29 in 
OR hecisa a 32.17 35.11 40.58 43.47 51.85 54.88 
OHN E. HIGDON Because She Understands Sagas 33.34 36.37 41.66 44.66 52.37 55.52 Life I 
ACTUARY “A feel r =f 34.60 37.73 42.79 45.90 52.94 56.19 e insurance 
K A woman can teel another womans | 44 35.94 39.18 43.99 47.21 53.59 56.96 
mt Argyle Bldg., cay, Ste, needs and she understands a woman's .. vteee oi-ae gh <6.38 se) bese Ae Company 
problems,” she says. “I don’t mean to | 47°°""" 40/48 44.08 48.01 51.64 5596 59.73 
say that I have not sold policies to men, | 48.. 42.19 45.93 49.52 53.29 56.92 60.82 
or that I don’t solicit policies from men | 4% 44.02 4: oe eee Eel tees atat Must be well organized 
when they come my way. But most of 52.35 54.6 c0, stock company which will 
my business has been with women, be- 54 
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CONSULTING ACTUARY 


1416 Chemical Building 
ST. LOUIS 


























cause I have always been interested in 
women's problems. For that reason a 
young girl could not be as successful in 
this business. Older women would not 
have the confidence to talk over their 
problems with her, nor would she un- 
derstand older women’s needs. She per- 
haps could not understand the problems 
of the business woman who is approach- 








to both partici 
non-participating. 


pating and 


Great Northern Life 


The Great Northern Life has increased 
its non-medical limits on ordinary poli- 
cles for men to $2,500 on a one year 








bear close investigation. 
Negotiations in strict con- 
fidence. Address B- 34, 
care The National Under- 
writer. 
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protect Western business ventures— 
aid in buying homes in the Middle 


West— 

provide an income for the aged and 
the widow— 

educate Western children— 

secure for yourself a real Opper- 


tunity for Service, Profit and a 
Future 


= the KANSAS LIFE 
Insurance Company. Kansas Life agents co- 
operating with this company are successfully 
showing Western citizens the wisdom of Life 
Insurance as an investment. 


If you reside in Kansas, Nebraska, South Da- 
kota, Arkansas, Oklahoma or Texas and are 
at present unattached, we have an agency con- 
tract that will be of interest to you. Write us 
fully about your qualifications. 


Ghe 
KANSAS LIFE 


Insurance Company 


of TOPEKA 
ANSAS 














Builders of Business 


An Investment in Wallets 
Will Pay Big Dividends 


If vou have not used Kaufmann Systeman Security 
Holders you have a pleasant sprprise awaiting you. 
For Kaufmann wallets will help you build business 
just as it is building business for hundreds of others. 
The Kaufmann Wallet is the best leather container 
on the market designed to provide a place for insur- 
ance policies, bonds and other valuable papers. 

Until you have used it to deliver those extra policies 
you have not made use of the biggest dollar for dollar 
life insurance business builder on the market today. 

The standard size is $2.25 and the large size, 


$3.15. Quantity rate gladly furnished on ap- 
plication. Other wallets from 65¢ to $5.00 


E. L. KAUFMANN 
Room 700, Austin Bidg. 
111 W. Jackson Blvd. Chicago, Ill. 
Telephone Wabash 3933 





























In a recent letter to the Agency Force, Ethelbert 


THE HOME LIFE 


A Company of Opportunity 


Ide Low, President of this Company, said: 


“I am ambitious that this Com- 
pany shall not only give to its 
policyholders the ultimate in 
life insurance service, but that 
it shall be a good Company to 
work for. I want it to offer to 
the men and women associated 
with it the widest scope for the 
exercise and development of 
their abilities and the oppor- 
tunity to go just as far as those 
abilities and their ambition will 
carry them.” 


On Agency matters address: 


James A. Fulton 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK CITY 
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GROWTH 


A matter of natural development. 
Our Growth has been persistent. 


Our root extends down—not out. 








obtained in any line of business, there 
must be a reason for them. 


You ask what is the reason for our 
success? It is the result of persistent 
effort—PLUS. If you, Mr. Agent, 
are interested enough to wish to know 
what the word “PLUS” implies in 
this connection, write me and I'll tell 
you. 


A. E. JOHNSON, AGENCY MANAGER 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 South State Street 
Chicago, IIl. 





When certain laudable results are 





























INDEPENDENCE FOR DEPENDENTS 


All Liberty-Loving Americans 


feel a thrill when they recall the signing of the Declaration of 
Independence. ‘This epoch-making document has been the fore- 
runner of political independence for hundreds of millions of 
people. Unfortunately, it did not and could not provide 
economic independence for dependents. 


But to the people of America is now offered an opportunity to 
sign an economic and financial Declaration of Independence,— 
for themselves and for those they hold most dear. Modern 
Life Insurance makes it possible for a man to attain independence 
for himself if he lives, and for his dependents if his life is cut 
short. And it is of particular significance that in the World’s 
greatest Democracy, where Liberty and Independence stand 
pre-eminent, Life Insurance, which gives economic and financial 
independence, has shown its greatest advance. In the United 
States of America there is more Life Insurance in force than in 
all other countries of the world combined. To the extent that Life 
Insurance banishes almshouses, orphanages, homes for the aged, 
and prevents crime, indigence and pauperism, it is truly aiding 
in making us a Nation of Freemen. May it not therefore be 
claimed that the extension of the Life Insurance principle has 
assisted in furthering individual and national independence? 


The Equitable Life Assurance Society 


of the United States 
W. A. DAY, President 


393 SEVENTH AVENUE 4 NEW YORK, N.Y. 




















